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No. 1159 


exterior trim solid brass. Interior parts steel. Locking 
Rose inside. Installation is simple... in a few minutes 
your job is done. 


New Safety Strike }ias well in lip to keep door latched 


even though not fully closed. 


Entrance Locks 
A comple te line of De rlei Grade and Rear Door Locks 
locks is available lo you Auxiliary Locks 
, Screen and Combination Door Locks 
and each carries the Jamous 


; Bathroom and Bedroom Locks 
Dexter 1 ifetime Guarantee, Passage Sets 


Closet Sets 


DEXTER LOCK COMPANY 
GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 
in Canada: Dexter Lock Canada itd., Guelph, Ontorio 


in Mexico: Dexter Locks, Plate Elegonte, $.A. de C.V. FOR WOOD AND METAL COMBINATION DOORS 
Menterrey, Nueve Leon 


*WORLD'S LARGEST MANUFACTURER OF LOCKS 





ACME’S new low cost 
passageway door hardware 
designed for fast installation 


Insert only four screws to install both hangers, then 
lift door onto track. That's all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment. 





No. 54 track 
made of heavy zinc coated steel. 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM 
JUMPING TRACK 

A specially designed ridge running half the length 
of the track prevents doors from jumping track in 
pocket. Doors can be lifted on and off easily, before 
finish stops are installed. 



































No. 53 hangers, 
cadmium plated steel, 
large solid nylon wheel. 


WHY NON-ADJUSTABLE HARDWARE? 

Pre-fit doors hung in precision manufactured frames 
rarely require adjustment. Acme’s No. 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation. Adjustments, if 
needed, can be made with shims supplied. 


HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED 
Acme frames are manufactured 
only by. mills dealing directly with 
the factory. They. come 

completely packaged including face . 
-jamb, split jamb, and hardware. 


QUICKLY ASSEMBLED 
Three parts only — easily put together 
on the job and set in rough stud wall. 





STRONG FRAME 
Heavy gauge angle iron stiffeners 
guarantee rigidity of split jamb. Strong 
galvanized steel track has already 
been installed at the mill. 
For complete details of framie write to: D 
ACME APPLIANCE MANUFACTURING COMPANY 
35 South Raymond Avenue 
Pasadena, California 
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SERIES 520 
DOOR FRAME 


FOR STANDARD 4” STUD WALLS 


(To obtain more data on advertised products see page 79) 





Why Colorizer Paints are the 
Hottest Profit Maker in 
the Paint Business Today 


Customer finds her color quickly and easily in the Color- 
izer Album of 1,322 real paint samples. There’s no guess- 
work—her paint color will match the chip sample perfectly. 


Nearly 5,000 paint stores, hardware dealers and lumber yards are enjoy- 
ing an amazing increase in paint profits with a revolutionary paint color 
system—Colorizer Paints in 1,322 colors. There are many color systems 
in use today, but only Colorizer Paints offer all these features so im- 
portant to paint profits: 


1. They Give You 1,322 Colors to Meet Today’s 
Booming Demand for New Colors. 


They Give You All These Colors in Exterior 
Finishes, as well as Interior Finishes. 


They Give You All These Colors With A Small, 
P You stock only two base paints in each finish, plus 16 
Inexpensive Stock. colorants in fool-proof tubes. Colorant is pre-measured at 


factory to insure exactly the right color. No measuring— 


They Turn Over 2 to 5 Times Faster Than no mess! 
Ordinary Paints—Earn Bigger Profits. 


They’re Budget-Priced—From Light Pastels to 
Richest Deep Tones — for Mass Sales! 


As a Colorizer dealer, you are supported with heavy national advertising 
... Color selection guides ... decorating helps... point of sale merchandis- 
ing aids. Only Colorizer Paints give you the perfect color system PLUS 
a proved program for increasing paint profits. 


For Full Facts, Write Colorizer Paints are made by these outstanding manufac. 


Colorizer Associates, 347 N. Western Ave., Chicago, Ill, — “**** in the U-S-A» Canada, and England: 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. * Blue 
Ribbon Paint Company, Wheeling, West Virginia Walter 
N. Boysen Co., Oaklard and Los Angeles, Calif. + Brooklyn 
Paint and Varnish Co., Brooklyn, New York * James Bute 
Company, Houston, Texas * Great Western Paint Mfg. 
Corp’n., Kansas City, Missouri* Jewel Paint & Varnish Co., 
Chicago, Illinois * Kohler-MecLister Paint Company, Denver, 
Colorado W. H. Sweney & Company, S!. Paul, Minnesota * 
Vane-Calvert Paint Company, Sf. Louis, Missouri * Warren 
Paint and Color Company, Nashville, Tennessee * Geo. D. 
Wetherill & Co., Inc., Philadelphia, Po, * IN CANADA: 
imperial Varnish & Color Co. Ltd., Toronto, Ontario* IN 


THE WORLD’‘S NO. 1 PAINT COLOR SYSTEM = enciano: 3 & Nicholson, Ltd., London, Englond. 
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PUBLICATION 


VANCE PUBLISHING CORP., 
EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, lil. 
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HERBERT A. VANCE 
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For every cordage need... 
For every pocketbook... 
\ There is a quality cordage product 
ae ae by PURITAN! 


slerhestios 


ipthestios 


A TRULY 


THE ‘*NO-SAG"’ SATISFACTORY 
COTTON LINE! PLASTIC LINE! 


Fibergias core guar- Rayon center, 
antees super- gleaming white 


strength, flexibility. 


plastic jacket 


Sizes: 6 & 7. Packed Strong, supple, dur- 
2 connected 50’ able. Size: 5/32”. 2 
hanks in breakaway connected 50’ hanks 


carton 


THE TOUGHEST 
OuR FINEST COMPETITOR 
CLOTHESLINE! IN THE FIELD! 

Braided entirely of Constructed of 

spun yarn. Sites: 6 uniformly braided 

& 7. Packed 2 con- roving cotton yarn 

nected 50’ hanks as Size: 6. Packed 2 

shown and 100 ft connected 50’ hanks 

hanks in breakaway carton 


ALL-PURPOSE TL 
LEADER! 

Braided of roving 
cotton yarn, Size: 7 SASH CORD 
Packed 2 connected 
50’ hanks in cello- 
phane as shown and 
100 ft. hanks. 








MEDIUM PRICED LEADER! 
This cord sets the standard in 
the sash cord field. First sash 
cord ever packed in a display 
carton. 2 connected 100-ft. 
hanks packaged in window type 
cartons 


THE *‘PLUS-VALUE"’ SASH CORD! 
Kendale Sash Cord is of highest 
quality, gleaming white, cotton 
yarns. Finer appearance 

greater strength .. . better per- 
formance. 2 connected 100-ft 


hanks packaged in window type 
cartons 


MASON LINE 


ALL-PURPOSE MASON LINE! The smoothest 
strongest, most economical line on the merket 
Packaged | dozen 48° hanks in beautiful, self 
selling display carton 


PURITAN CO 


LOoOuUISVI 


(To obtain more data on advertised products see page 79) 


in window carton. 


ECONOMY LEADER 


In its price class Southgate 
Sash Cord cannot be excelled 
for economy of service 
Smoothly braided of all-spun 
yarn. 2 connected 100-ft. hanks 
packaged in window-type ca:- 
tons. 


AWNING CORD 


An amazingly strong, perma- 
nent cord! Braided from our 
finest yarns. Always priced com- 
petitively. Sizes: 4'/, to 8. Packed 
in 500 yard tubes. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


LET'S FACE 1954 WITH OPTIMISM. Every intelligent appraisal of our market 
reveals that there is still a need for more new homes, extensive 
remodeling and repairs. There is growing belief that this year we 
actually talked ourselves out of the biggest building boom in history. 


POPULATION GROWTH SUSTAINS BUSINESS. There are 20 million new customers 
Since 1945... and 51,000 new citizens arrive every week. With 
family size increasing there's a demand for larger new homes, 
expansion of existing houses. Yet it still is a market that must 
be sold by advertising and other effective merchandising. 


BUILDERS ARE PLANNING REALISTICALLY FOR '54. Many contractors in scheduling 
for next spring are coming up with cost-cutting ideas that they 
believe will keep them competitive. Research ideas are off the shelf 
and will be widely used next year. Builders are encouraged, too, by 
persistent reports that easier financing is in the offing. 

BATTLE WITH PREFABS GROWING TOUGHER. National Home's recent announcement points 
up a drive for more business in the low-priced home bracket. They 
offer a home for $5,500, lot included, requiring just $300 down. A 
four bedroom house will sell for $6,100, $400 down. : 

MORTGAGE ACTIVITY OPPOSES SHORTAGE STORIES. Mortgages arg still being placed at 
amerry clip. The figures for August (based on a three month moving 
average) is 198.3, about a three point drop from July. High point was 
211.8, September 1950, lowest 170, October 1951. During July 
mortgages hit $1.8 billion, $200 million more than the same month of 
1952. 

AIR-CONDITIONING SETS RECORD. The 1953 value of air-conditioning jumped from 
$1.2 billion last year to $2 billion this year. Room air- 
conditioners alone boomed from 412,000 in 1952 to a rousing 825,000. 
Manufacturers are readying equipment for completely air-conditioned 
new homes that will sell for less than $700. 

STATE, COUNTY, CITY BUILDING TOPS FEDERAL. Spending ty state and other local 
groups totaled $4.1 billion this year compared to about $3.3 billion 
for Federal spending. 

FARMERS CAN AMORTIZE TAXES FOR GRAIN STORAGE BUILDINGS. In addition to pro- 
viding loans through the CCC the U.S. Department of Agriculture is 
pointing out that farmers may amortize the cost of grain storage 
buildings over a five year period. 

FIGHT LOOMS OVER PUBLIC HOUSING. Public Housing Commissioner Charles Slusser 
says he is going to “fight" for a subsidized housing program in 
Adminstration circles and before Congress. Slusser's fight promises 
to be hard, however, Congress ali but threw out the public housing 
program at its last session. 

OKLAHOMA PLANS FIRST COURSE FOR WOMEN EMPLOYES. A merchandising training 


course for women in the lumber and building materials field will be 
sponsored by the Oklahoma Lumbermen's Association early next year at 
the University of Oklahoma. 








(continued on next page) 
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The conventional 8’ wide gatage door was fine for 
the narrow cars of the '20s. But today—with cars as 


wide as 6’ 8’—the extra clearance of Strand’s 9’ 
wide Door works wonders in protecting thousands 
of owners against costly fender damage! Installing 
this wider door gives you not just a talking point 
—but a feature your owners will appreciate and 
enjoy—for a long time to come! 

The cost of this 9’ door (over a door only 8’ wide) 
is negligible—factory list prices only $5.50 more. 
This popular all-steel door will stay new for a life- 
time and you get permanently easy operation. No 
warping, swelling, sagging—ever. 
Strand Doors are galvannealed 
(galvanized with a heavy zinc coat 
for rust protection; oven-baked to 
provide a clinging base for paint). 
No prime coat is needed. 

Based on installed cost, Strand 
is America’s greatest garage door 
value. The first cost is surprisingly 











GARAGE DOORS _ 


(To obtain more data on advertised products see page 79) 


low—because of huge production. Your cost of in- 
stallation is lower, because of the one-piece door 
leaf and factory-assembled hardware. 


Strand Doors are available in these types and 
sizes: 8’ x 7’ Receding (track) and Canopy; 9’ x 7’ 
Receding (track) and Canopy; 16’ x 7’ Receding 


(track) Only. Order from your jobber, or mail 
coupon for information and jobber’s name. 


YOU'LL WANT THIS NEW BOOK! 


GARAGE PLANS AND IDEAS is a 
new 32-page book of information and 
illustrations. Helps you plan your 
garages for appearance, economy and 
all-around usefulness. Includes 12 de- 
signs and floor plans by nationally 
known designers, how-to-build in- 
structions, material lists, driveway 
sketches, etc. Also information about 
Strand All-Steel Garage Doors. 


Strand Garage Door Divi_ion 
Detroit Steel Products Co. 

Dept. AL-11, 2244 E. Grand Bivd., 
Detroit 11, Mich. 


0 Please send 32-page booklet of Garage Plans and Ideas. I'm enclosing 


10¢ for postage and handling. 
© Send free literature describing Strand All-Steel Garage Doors. 


Name 





Address 





City State 








November 2, 1953, AMERICAN LUMBERMAN &% 





Total September Starts Down to 92,000 Units; 
If Trend Continues 990,000 Homes Will Be Built in '53 


The Government said construc- 
tion of 92,000 non-farm homes was 
undertaken in September 2,000 
fewer than in August and a sub- 
stantial 8,800 fewer than in Sep- 
tember of 1952. 

A drop of 4,000 in private hous- 
ing starts to 89,000 was responsible 
for the overall decline from Au- 
gust to September. Public housing 
starts totaled 3,000 in September, 
compared with 1,000 in the previ- 
ous month. 

On a seasonally adjusted basis, 
private starts in September ran at 
an annual rate of 990,000 units, 
compared with a rate of 1,102,000 
in September, 1952. 

Private housing starts have been 
declining ever since the April peak 
of 107,400. Nevertheless, the Bu- 
reau of Labor Statistics explained, 
the total of private starts for the 
first three quarters of this year 
was greater than for any other 
January-September period except 
in the record year 1950. All of 
1953’s gain in private housing over 
1952 came during the first half of 
this year. Third quarter volume 
this year was 7% below the third 
quarter of last year. 

Public housing dropped steadily 
during each quarter of 1953. By 
the end of September public starts 
had totaled 32,700, a drop of 33% 
from the first three quarters of 
1952. For this reason, the over-al! 
volume of housing starts this year 
through September, 863,400 units, 
was slightly below the level of a 
year earlier. 


Mortgage Shortage Eases 
But Terms Stay Tough 


Signs continue that there is 
more mortgage money available to 
finance a new home but lenders 
still are insisting on substantial 
down payments. 

In New York, for example, the 
nation’s financial capital, few mort- 
gage lenders are interested in 
“nothing down, 30 years to pay” 
or similar super-easy terms. Banks, 
savings and loan associations and 
insurance companies, somewhat 
less wary of the business future, 
are insisting that buyers plunk 
down substantial down payments. 

The prospect for plentiful mort- 
gage money is only one result of a 
general increase in the supply of 
cash available for all investments. 
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The supply of money available for 
business borrowers has been grow- 
ing, too. Additional evidences of 
this is that interest rates on com- 
mercial paper were recently re- 
duced for the second time in three 
weeks. 

Builders will find plenty of cash 
available, but those who compete 
for buyers on the basis of bargain 
terms will find lenders reluctant to 
go along. A New York banker sums 
up the prevailing banker view 
thus: “There'll be mortgage loans 
available for everyone who is fi- 
nancially capable of buying a 
home.” 


Nation-wide BMEA 
Display Contest Opens 


For the first time this year deal- 
ers from any state or regional 
building material association are 
eligible to compete in an “Oscar”’ 
winning display contest by the 
Building Material Exhibitors Assn. 

Retailers may enter window, 
floor, wall or counter displays built 
around manufacturer’s point-of- 
sale materials. Dealers are also 
urged to incorporate their own 
ideas in the displays. 

A bronze “Oscar” plaque will be 
presented to the winning dealer at 
the 1954 convention of cooperating 
state and regional associations. 
Certificates will be given to those 
given honorable mention. Judges 
will be experts in the fields of dis- 
play and merchandising. Entries 
will be considered for their overall 
effect, imagination and skilled use 
of manufacturer’s materials. 

The contest is now open and en- 
tries must be mailed by December 
25th, 1953. Entry forms may be 
obtained from state and regional 
associations, manufacturer’s rep- 
resentatives and from the BMEA, 
530 Echo Lane, Glenview, III. 


Air Conditioned 
Prefabs Announced 


National Homes corporation re- 
cently showed representative 1954 
models of its prefabricated homes 
which, if the buyer chooses, will 
include house-wide air conditioning 
units. The homes range in price 
from $7,500 to $30,000, without lot. 

Air conditioning will be offered 
“at the lowest price in the history 
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Source: Dun & Bradstreet 
COMMERCIAL FAILURES in August numbered 
700, according to Dun & Bradstreet. This 
was down from the 724 tallied in July but 
was above the 594 of August last year. 


of the industry,” said James R. 
Price, president. A unit for a house 
up to 36 feet in length will cost 
$500 installed and for houses up 
to 48 feet $600. 


GI Loan Applications 
Highest Since 1951 


The Veterans Administration an- 
nounced that the sharp increase in 
GI home loan applications experi- 
enced in August had been sustained 
last month. 

VA received 34,084 home loan 
applications during the month end- 
ing Sept. 25, 1953 which was a 9% 
increase over the previous month's 
total of 31,257 and the highest 
since April, 1951, when 36,517 ap- 
plications were received. 


Worried Plasterers 
Adopt New Code 


A drive to gear practices in the 
plastering industry to modern 
methods and lower costs was an- 
nounced at Chicago by the Nation- 
al Bureau for Lathing and Plaster- 
ing, representing 7,000 members. 

The group hopes to win accept- 
ance by the industry of a new code 
of standards of performance, 

The code seeks to eliminate job 
delays, limitations on daily work 
production, and bonus payments 
for normal daily work. It also pre- 
scribes for adherence to quality 
standards and competitive prices 
for materials. Other points include 
respect for work schedules of other 
crafts and application of new tech- 
niques approved by the bureau. 








Dealers, Builders Begin Important “Pilot Block” 
Slum Clearance Project at New Orleans 


The entire building industry is 
watching five rickety frame houses 
in the 2100 block of Conti street 
at New Orleans. 

The reason is that these five 
houses are the “pilot block” for a 
nation-wide slum _ rehabilitation 
drive by the National Association 
of Home Builders. Their sincere 
aim: to show Congress that land- 
lords, builders and retailers of 


building materials themselves can ° 


lick slum “disease” with the co- 
operation of city governments 
and the right kind of help from 
Uncle Sam. 

This effort by private industry 
to sell Congress on a new approach 
to slum clearance is the big reason 
for all the activity on Conti street. 
Over a hundred workmen are busy 
putting in plumbing lines, grading 
the street, painting, hammering, 
plastering and general sprucing up 
the block. The cost of all this is be- 
ing shared by local builders, land- 
lords and the building material 
firms of New Orleans. 

A typical four-room apartment 
on this street has a dark interior 
on even the brightest day because 
of small windows. The kitchen is 
graced by a wood-burning stove 
and the “plumbing” is out in a 
refuse-litered back yard. When 
the workmen are finished there 
will be running water, bigger win- 
dows, freshly painted walls and a 
firm floor, 

The New Orleans building mate- 
rials industry is being praised for 
their part in the project. Clifford 
Favrot, formerly with the Asbes- 
tone Corporation, served on the 
Citizen’s Commission that planned 
the demonstration. R. Needham 
Ball, executive vice president and 
Ivan Foley, second vice-president 
of the Louisiana Building Materi- 
al Dealers Association, were fre- 
quently consulted on the project. 

Foley served as an adviser to the 
commission and later planned de- 
liveries of materials to the job site. 
Foley, with the R. F. Mestayer 
Lumber Co.. New Orleans, also ar- 
ranged the donation of several 
thousand dollars’ worth eof building 
materials to the project. 

Commenting on the implications 
of the New Orleans project Mr. 
Ball said: 

“It is my opinion that if this 
program works out the retail lum- 
ber dealers will tap a market with 


10 


untold proportions. New Orleans 
alone has over 30,000 housing units 
that need such a treatment. It 
would take several years before 
home owners would build 30,000 
new home in this city.” 

NAHB is optimistic that similar 
“pilot” efforts soon will be dupli- 
cated at Chicago, Memphis, Colum- 
bus, Ohio, and possibly a numbe: 
of southern cities. Such a series 
of demonstrations, they believe, 
will convince Congress that private 
enterprise can clean up slums with 
a revised Title I boosting loans to 
$3,000 or $3,500 and stretching out 
the pay-off time to around 10 years. 


Spruce Beetle Spurs 
Engelmann Output 


A tiny beetle about the size of 
a grain of wheat is forcing a tre- 
mendous increase in the produc- 
tion of Engelmann spruce in west- 
ern states. 

This year a task force of the 
Forest Service and private indus- 
try predicts a whopping 461,000,- 
000 feet of Engelmann. The 1954 
target is 800,000,000 feet—about 
20 times the 1950 production. 

Discovered during the summer 
of 1952 in northern Idaho and 
western Montana, the bug bores 
through the bark and then girdles 
the cambium layer, killing the 
tree. The beetles never enter the 
wood itself and the lumber cut 
from the tree is not affected. 

The key to saving the spruce 


and halting the spread of the bee- 
tles is prompt logging. When the 
trees are removed, the beetles and 
their young are either drowned in 
the millpond or burned in the slab 
fire. Spraying with ethylene di- 
bromide is sometimes worthwhile 
in trees under 35 feet but most of 
the Engelmann in Idaho and Mon- 
tana towers 150 feet or more. Ac- 
cess roads have limited the remov- 
al of infested trees but this prob- 
lem is gradually being solved with 
contracts being let almost weekly. 


Selling Job Needed 


The huge jump forecast in En- 
gelmann will place emphasis on 
stimulating more demand for the 
product. Producers are now plan- 
ning sales programs that stress on 
quality manufacturing techniques, 
drying and new uses for the wood. 
Experiments are underway to 
prove the wood is desirable for 
interior finish, millwork and for 
cabinet use. Research will also in- 
clude studies on finishing Engel- 
mann, especially in the popular 
blond colors. 


Building Materials 
Exhibits Opens at Chicago 


“Materials for Building,” a per- 
manent exhibition of design, archi- 
tecture and building materials in 
the Merchandise Mart, Chicago, 
opened last month, highlighted by 
a special display of the works of 
four leading architects. 

Installed in a portion of the 
7,000 square-foot area on the sev- 
enth floor of the Mart, ultimately 
to be occupied by 150 different ex- 
hibitors. 


Courtesy Pack River Sales Co 


BARK REMOVED from an Engelmann sawlog shows how beetles tunnel around the cambium 
layer. The white insects are the larvae, which emerge later as adults and attack other trees 
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NEW! THIS FAST-SETTING GLUE 


is especially developed for the huge D0-17-VOURSELF public! 





SO MANY SELLING FEATURES 


Here are a few: e@ Ready for Instant Use 


e@ No mixing, heating or dilution e@ Fast 
setting — many soft wood jobs can even be 
worked in less than 30 minutes: full Strength 
in 24 hours e Clean working — doesn't stick 
to hands e Forms a Strong joint that stays 
Strong @ 6 handy sizes from 114 oz. to 1 gallon 











ED, SCIENCE ¢ 
mM 
INTENANCE CHANICS, Home 


INFORMATiVe BOOK 
LETS AND ‘OUN 
¢ 
Stomers Will see Our ads ; 9 neg 
=. ay it in your wind . ; 
remind them, and you will pees 


AN, HOME ma 


ind want P 
~ On your co 
Plenty! Order 


resto- 
unters 
now! 


$I y 
READY To use - SETS FA? 


— ee oe oe 
2 on ow Ge oe es ee oe oe ee ee ee oad 
« 


FOR EVERY DOZEN YOU BUY — YOU PAY FOR 11 — YOU GET ONE ae 
INTRODUCTORY DEAL EXPIRES DEC. 31, 1953 — MAIL THIS TODA 


FOR USE ON 
wood, paper, 


Size Each You Sell Profit 
fabrics and othe! Doz. ov 


g 

i 

i 

¢ 
porous materials ant # rt Rare SS - 25¢ $6.00 $3.67 $2.33 
Ju RA ie (2 Doz. to Display Carton 
Ben” STATES PLYWOOD CORPO == 5 
2 
2 
3 


10 
312 oz. TUBES to retail at 45¢ 5.40 3.30 2 


( isplay Carton) 
NEW YORK 36 N * (1 Doz. to Display 


PINTS (Units) 1.35 16.20 9.90 6.30 
(Minimum 1 Doz.) 


QUARTS (Units) 2.30 27.60 16.87 


(Minimum 1 Doz.) 
— 


i 


- 


YOUR PROFIT ON SALES — 39%4 


i |. jars, 5, 10, 30 and 55 gallon drums 
DEAL YOURSELF A BONUS PROFIT rag maaan yer 64 distributing units in 
} 


§ principal cities. 
Effective till December 31. For every dozen you - princip 
? E 
order you will be billed for only 11— you get - NAM 
a 12th FREE! Mail coupon- order blank now yy ADDRESS 


@ city 


York 36, N. Y. 
UNITED STATES PLYWOOD CORPORATION, 55 West 44th St. © New 
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Private, Public Construction Hits Record 
$25.9 Billion During First Nine Months 


Public and private outlays for 
new construction in the first nine 
months of this year hit a record 
$25.9 billion % higher than a 
year earlier, according to a joint 
Commerce - Labor Department 
statement. 

The two agencies said actual 
physical volume of new construc- 
tion, after allowance for price 
changes, showed ‘“moderate’’ in- 
creases from last year. 

Expenditures for new building 
in September alone amounted to 
$3.3 billion. This was about the 
same as the record August figure 
and 5% higher than in September, 
1952. Private construction account- 
ed for the entire increase from 
1952, the agencies reported. 

Commenting on September new 
construction spending, the agencies 
said commercial building rose ‘‘con- 
tra-seasonally” to a new peak in 
September, while private outlays 
for public utility construction held 
at the record August level. 


Weyerhaeuser Begins 
Forest Products Study 


Weyerhaeuser Timber Company 
has recently retained the Stanford 
Research Institute, Palo Alto, Cal., 
to conduct an impartial study of 
the future demand for forest prod- 
ucts. After Stanford makes _ its 
complete report to Weyerhaeuser, 
the firm intends to publish the re- 
sults. 

The research organization will 
take a long look at the future de- 
mand for lumber, plywood, pulp 
and paper, wood fiber products and 
other items made from wood. 


Glass Fibers in New 
Gypsum Wallboards 


Glass fibers which these days are 
finding their way into everything 
from furniture upholstery to auto 
bodies, are now going into gypsum 
wallboard products for the build- 
ing trade. 

Certain-Teed Products Corp. of 
Ardmore is’ using reinforcing 
strands made by Owens-Corning 
Fiberglas Corp. to strengthen the 
core of its gypsum, replacing the 
old cellulose fibers. The switch, said 
Malcalm Meyer, Certain-Teed sales 
vice-president, will mean a product 
with greater resistance to cracking 
and shattering, plus what he calls 
“better nailability.” 
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COMING EVENTS 

November 

4-6, r’acinc Logging Congress, Olym- 
pic Hotei, San r rancisco 

12-13, Nati bidg. Materials Distribu- 
tors Assn., La Salle Hotel, Chicago 
¢-11, Structural Clay rroducts Insu- 
tute, Greenbrier, White Sulphur 
Springs, W.Va. 

z-4, avat'l Lumber Migs. Assn., Shore- 
ham Hotel, Washington, D.C, 
December 

7-9, Southern Sash & Door Jobbers 
Assn., Hollywood beach hotel, Hol- 
lywood, F'la. 


1954 CONVENTION DATES 
January 

1]-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
and Sherman Hotels 

19-20-21, Ohio, Cleveland, Public Au- 
ditorium. 

25-27, Northeastern, New York City, 
Statler Hotel 

25-26-27, Western Retail, Spokane, 
Wash., Davenport Hotel 

27-29, Southwestern, Kansas City, 
Mo., Municipal Auditorium 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel and Civic Auditorium 
3-4, Western Pennsylvania, Pitts- 
burgh, Wm. Penn Hotel 

3-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Illinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, 
Shirley-Savoy Hotel 


Denver, 


16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19, Virginia, Old Point Comfort 
(no exhibits) 

22-23, West Virginia, Charleston, 
W.Va., Daniel Boone Hotel 

24-25-26, Nebraska, Omaha, City Au- 
ditorium 


March 

2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, 
Temple 

4-6, Intermountain, Salt Lake City, 
Utah 

10-11-12, Iowa, Des Moines, Exhibit 
Bldg. 

16-17-18, Carolina, 
rangements pending 
17-18, Louisiana, New Orleans, Jung 
Hotel 

17-18-19, Independent Retail Assn., 
Minneapolis, St. Paul Auditorium. 
24-25, South Dakota, Sioux Falls, 
Coliseum 

24-25-26, New Jersey, Atlantic City, 
N.J., Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 


April 

5-6, Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-10, Florida, Jacksonville, George 
Washington Hotel (no exhibits) 
11-12-13, Texas, Fort Worth, Will 
Rogers Coliseum. 

20-21-22, Southern California, Los 
Angeles, Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 
(no exhibits) 
22-23-24, Arizona, 
San Marcos Hotel 
23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 


Indianapolis, Murat 


Charlotte, ar- 


Chandler, Ariz. 


All conventions have exhibits unless 
noted in the listing 


Your Merchandising Calendar for 1954 


How to plan and coordinate your mer- 
chandising and advertising program for the 
whole year will be explained in the next 
issue of American Lumberman, Nov. 16. 

This merchandising calendar, which is ac- 
tually an advertising and display guide, is 
the result of a great deal of study on the 
part of the merchandising committee of the 
National Retail Lumber Dealers Association. 

“The purpose of this merchandising cal- 
endar,” says NRLDA, “is to make it easier 
for dealers to spend their advertising money 
wisely and use their display space effec- 
tively.” 

Monthly and weekly advertising themes 
are specified in the calendar, also window 
and floor displays. The calendar is tied in 
with a detailed product chart, which will 
indicate which items to push with the vari- 
ous themes. 


Don't miss this important feature. 
It will help you make 1954 your 
best merchandising year. 
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THE FUNERAL MOUNTAIN TERRASHOT 


(Funericorpus displosissimum) 


This animal explains the origin of the name of the Funeral Range, California. 
The creature has a casket-like body, six to eight feet long, with a shell 
running the whole length of its back. Its four legs are long and wobbly, 
causing the terrashot to sway uncertainly from side to side and forward 
and backward as it travels along. 


The strange beast was first reported by some Mormon emigrants, who ob- 
served a peculiar procession entering the desert from a certain mountain 
range, afterward named the Funeral Mountains. They also witnessed the 
tragic fate of the creatures. One of the Mormons, aroused by his curiosity, 
made an investigation which resulted in finding out about all that is known 
of the terrashot. 


it seems that the animal lives in the little meadows and parks of the higher 
portions of the range, where it gradually increases in numbers, until by a 
strange impulse it is seized by a desire to emigrate. They then form long 
processions and march down into the desert, with the evident intention of 
crossing to other ranges that can be seen in the distance, but none of them 


ever gets across. As they encounter the hot sands they rapidly distend with, 


the heat—and one after another they blow up with resounding reports, 
leaving deep, grave shaped holes in the sand. 


KINZUA 


Alin pre’ 


LUMBER LEGENDS 
AS WE REMEMBER THEM 








NO “BLOWUPS” WITH 
KINZUA PRODUCTS 


You can have normal blood pressure if you 
stock and sell Kinzua Ponderosa Pine products. 
Customer complaints about irregularities of 
manufacture, grading or quality are com- 
pletely eliminated for Kinzva products are sold 
to you “Quality Guaranieed.”” They must be 
good 


Here's an exam- 

ple of how 

Kinzua keeps 

all production 

equipment thoroughly modern to assure fine 
end-products. Radio frequency electronic glu- 
ing equiment is used in the Kinzua factory 
to glue panels, furniture stock, etc. All stand- 
ard building and many specialty items are 
available. 
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4 Schlage “Salesmen” For Your Store 


. SCHLAGE eR TOL) 
Selling .# 
8 wld a=\-laMeolalomeiielann 


Screen and Storm D ©) @/ r Re’ Cc k 


Door Lock , ! 
eae” NOW IN HEAVY GAUGE RUSTPROOF Luster Sealed auminum: 


Schlage is again manufacturing this easy-to-install screen and storm door 
lock. Now it's ready for prompt delivery to you, with this complete G300 
merchandising kit that means fast turn-over and big profits for you! 


SCREEN and SALES-PACKED DISPLAY 
STORM DOOR LOCK Open this colorful pop-up 


display carton on your 
DEMONSTRATOR! | counter and double your 

* a screen and storm door 
For window or in-store dis- es lock sales the easy way. 
play. On your counter, cus- 
tomers can see and try the 
lock just as it will be in- 
stalled on their own screen 
or storm doors. 








BRILLIANTLY COLORED NATIONAL 
FOLDERS! = ADVERTISING! 


For self service put these on your is 
counters with the display car- J Full Ee —~ rene: es 
tons. They answer all customers’ Ue i Bite Sap amine an | Bunper 
questions about the G300, and ” 

pave the way to quick easy wolf I the Seas lock buyers 

sales. Or...as envelope stuffers across the country, 

... they bring in new business. 


et hPs ET 
: / 
“Luster Seoling is not @ pleating process. Through electrolytic action the , 
3) © cluminum is given @ gless-herd finish thet will retein its original beauty 
sa for @ lifetime without polishing. ’ 


*An adaptation of Alcoo's Alumilite process. 





AMERICA’S MOST PREFERRED LOCK See your Schliage jobber for this fine 
Schlage Lock Company, 220! Bayshore Boulevard, San Francisco screen and storm door lock, made with the same 
Schlage Lock Company of Canada Ltd, Vancouver, B ( quality materials and expert craftsmanship 
that produce Schiage cylindrical locks. 





Report from 


Washington, October $1 


A few items with a touch of 
prophecy about them. Maybe good; 
maybe even better than that. Any- 
way the color and sound of shift- 
ing positions for the industry. Let’s 
see what we can make of them. 

President Spiegel, of the Na- 
tional Association of Home Build- 
ers, told a meeting of his directors 
there’s reason to think that mort- 
gage credit for home buyers will 
ease pretty soon. However, Mr. 
Spiegel added that such easement 
hadn’t yet been showing up in hab- 
it-forming quantities where it 
would do the builder much good; 
so he’s still advising against start- 
ing new projects without firm fi- 
nancing commitments. 

Hopeful signs consist of such 
things as easing interest rates on 
Treasury short-term borrowings; 
also a reduction in rates charged 
by several big financing companies. 
No official announcement of a 
change in the Administration’s 
sound-money policies; and high of- 
ficials say there will be continued 
efforts to shore up the value of 
Uncle’s dollar. 

It looks as though this pursuit 
of fiscal soundness will be carried 
on earnestly but at a less hurried 
pace. The budget, it seems, is not 
to be balanced either this fiscal 
year or next. Something like the 
old Model T; remember? If you 
slung her into high too soon, the 
motor would buck and _ work 
against you. Easy does it, as 
Grandpa used to say. 


Changed Picture 


The slight easement in interest 
rates, here and there, could mean 
that more money is looking for 
placement. One evidence; the sur- 
prising fact that 31% long-term 
governments have been selling at 
a premium. Add the fact that the 
Administration now says an active 
home building is a must for nation- 
al well-being. 

It’s held along the Avenue that 
the proposed tax cuts will put 
more money into circulation next 
year. These expected reductions 
include 10% in individual income 
levies and the ending of excess- 
profits taxes. Corporation income 
taxes are listed to drop from 52 to 
47%. However, the White House 
wants to keep them at the old rate; 
though it might settle for 50%. 

Efforts to change the excise 
taxes may set off a dog fight in 
Congress. The Administration 


Burtpinc Propucts MERCHANDISER 


wants to keep the things as they 
are; fearing that any tinkering 
would make them lower, in terms 
of total take. Congress thinks they 
are a ragged lot and unfair to tax- 
payers ... The suggested setting 
up of manufacturers’ excises on a 
straight-across-the-board basis of, 
say, 5% doesn’t have much chance 
with Congress. More chance, sure 
enough, than a national retail sales 
tax, which has practically no 
friends on the Hill. 


Excise Objections 


This uniform excise is claimed 
to have some merits as a big-time 
revenue measure. Certainly it 
would be easy to collect. But one 
objection is that it’s open to pyra- 
miding. The manufacturer pays the 
tax and adds that sum to the price 
of the taxed product. The goods 
are then bought and sold by inter- 
mediate handlers; wholesalers, 
commission men, warehouses, re- 
tailers, or varied combinations of 
these distributors. 

Each adds his profit; usually in 
terms of percentages figured on his 
costs. The manufacturers’ tax is 
part of the cost, isn’t it. So it’s 
rather likely that each profit will 
be figured not only on the tax but 
also on all the prior intermediate 
profits already figured on the tax. 

So the original excise paid by the 
manufacturer to Uncle just natur- 
ally mounts up with wings as the 
eagle; until Joe Doaks, the final 
buyer, gets stuck with the whole 
sum. 


NRLDA Survey 


The NRLDA tooks its usual sur- 
vey of business conditions, prior to 
to its annual meeting. While home 
building has been good, it seems 
not to have kept its early distribu- 
tion pattern; since more than half 
of those reporting said the volume 
this year is less than last, and yet 
= national average is higher by 
14%. 

Of the dealers reporting, 61.5% 
said funds were available for FHA 
insured mortgages; 46% said funds 
were available for VA guaranteea 
mortgages; and 83% said funds 
were available for conventional 
mortgage financing. Average in- 
terest rate for the country as a 
whole is about 514%; though in a 
few places it is much higher. In 
many, though not all, areas mort- 
gages are selling at discounts; 
sometimes at heavy discounts. 


WASHINGTON 


Reviewing Building 


The Department of Commerce 
and Labor report expenditures for 
all kinds of new construction put 
in place during September as $3.3 
billion; 5% higher than for Sep- 
tember of last year. About two- 
thirds was privately financed; one- 
third publicly financed. 

These departments tell that, 
measured in dollars, new construc- 
tion outlays during the first nine 
months of ’53 were 7% higher than 
during the comparable period of 
last year. For the same months 
this year, private residential build- 
ing ran 9% above that period. 

Commercial building, during the 
first three quarters of ’53, was 46% 
higher than in the same months of 
52. This is explained by the lift- 
ing of Federal controls that had 
been applied soon after the Korean 
trouble started. When these were 
taken off, there was a big backlog 
of work ready to go. 


Shifting Pattern 


Not as simple as these massive 
figures may seem to indicate; and 
the thing to note especially is the 
shifting pattern; up in one place, 
down in another. Building costs 
are said to be rising almost every- 
where: with the important excep- 
tion of lumber which seems still to 
be declining. Other materials, es- 
pecially those made from steel, are 
up in price. Wages rise slowly; but 
they continue to rise. 

Against these increases, match 
the shift to a buyer’s market. 
Grandpa wouldn’t have understood 
rising wages, for example, along 
with increased difficulty in selling. 
Among those getting hurt by the 
coupled pressures from above and 
beneath are building contractors. 
A good many are trying to absorb 
enough of the increased costs to 
meet this situation . . . while struc- 
tural steel and other steel products 
are rising in price, quite a number 
of big steel producers are said to 
be absorbing freight charges, on a 
selective basis, to meet competi- 
tion. 

The same odd pattern, we're 
told, shows up in the cement indus- 
try ... whatever else these up and 
downs and sideslips may mean, it’s 
a guess that a long continued and 
perhaps top-heavy boom may be 
settling down in erratic ways. No 
need to make with the scare. Bet- 
ter just stand by to repel compe- 
tition. 
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HARDWAPE RETAILERS! 


Stock and Display SKIL Home Shop Tools. Cash in 
on the Secret Weapon Campaign... 

It’s Merchandising Dynamite! 

Builds Store Trafic * Turns Prospects into Cus- 
tomers * Sells Power Tools * Makes Big Profits. 


(To obtain more data on advertised products see page 79) 





FREE $10 Merchandise 
Gift Certificate 


—Your gift to every 
SKIL Drill Kit Buyer 





ff 
Worth $10 on the ¢_ 
purchase of a SKIL 
Home Shop Bench 
Grinder—a “must” 
for every home- © > 
owner's shop! 








FREE $20 Merchandise 
Gift Certificate 


—Your gift to every 
SKIL Drill Saw Buyer 


Worth $20 on the pur- 
chase of a SKIL Saw 
Table and Sander- 
Shaper Kit... an all- 
purpose combination 
tool set-up. 








| | 
NESS eeiitm cares ee 


Nothing Extra for You to Stock—no Inventory Problem—no Paper Work! SKIL Handles all the Details! 
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Big Christmas Push Climaxes SKIL “Secret Weapon’ Campaign 


SRKILS MERCHANDISE 


CERTIFICATE PROMOTION 
BREAKING RECORDS FOR 
FALL AND CHRISTMAS SALES! 


Double your Christmas tool 
sales with merchandising dynamite 
that builds store traffic 
and power tool volume for you! 





Sell every buyer —22 SKIL 
tools for Homeowners, 
SKIL is the Best Advertised Line Hobbyists, Handymen, Formers! 


in the Home Shop Field! 


We're telling every handyman and hobbyist in 
America— 82,000,000 national magazine readers— 


SKIL Home Shop Drills. Most 
popular and fastest-selling tools 
in the home shop field. Four 
models in 4” and 2" size, with 
~ hex-key and geared chucks. 
about these sensational money-saving offers. Big, : 4 
ee From $22.95 
full-page ads in these magazines bring ‘‘ready-to- 
buy’ Customers to your store. 


Life © Saturday Evening Post ¢ Better Homes & 
Gardens © Homecraft & the Home Owner ° Popular Saws. Available in six models, 
Science * Popular Mechanis © The Family Handy- 6"—7'%4"—8'4" blade sizes. From 
man © The Home Craftsman $43.95. There's a model for 
, a ee every need of your customers. 
Plus!... THIS WEEK ¢ PARADE Locally Distributed ; 
Supplements that Deliver a ‘Sunday Punch" in y, — 
Your Market! SKIL Home Shop 2%” Belt 
Sander. A popular tool to bring 
furniture refinishers, boat build- 
ers and hobbyists to your store. 
$68.00. SKIL Home Shop 
Oscillating Sander— $64.50. 


SKIL Home Shop and Builders 


Get Set For a Big Christmas Gift Business 
Made only by SKIL Corporation, foFmerly SKILSAW, Inc. With the Most Complete Line in the Portable Tool Field 
5033 Elston Avenue, Chicago 30, Illinois Average Dealer Sales of Home Shop Tools— $47.50 
3601 Dundas Street West, Toronto 9, Ontario Average Dealer Profit Per Sale—$14.25 
Factory Branches in All Leading Cities 


All prices subject to change without notice 
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Age ill 


pilteSalve 


NEW LOW COST WAY 
TO INSTALL 


GARAGE SIDE DOORS 


Specially designed for home garages. Con- 
veniently packaged, Easier to install than old- 
fashioned hinged door . . . more convenient 
because sliding doors are never in the way 
and can be as wide as desired. Adds extra 
value in new construction. Hinged doors in 


existing garages can easily be converted to 


sliding doors. Write Today For Catalog. 






a wie OF 
HIMES) “a a alll jul NATIONALLY ADVERTISED in Leading Magazines 
SEE OUR CATALOG IN SWEET'S 
Architectural File « Light Construction File 
VISIT OUR DISPLAYS 
Architects Samples Corporation, N.Y.C. 
Chicagoland Home Building Center 
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| Letters 





To the Editor: Our business wis just over twice 
last year for the first six months of this year due I 
think to our “Do It Yourself” program. 

Sure a lot of our people are doing their own work. 
They have to if they get it done. Labor is pricing 
itself out of the market on the small work. 

We purchased your Do-It-Yourself kit and I really 
read the American Lumberman. 


H. E. Kennedy, Builders Supply & Rental Co., 
Litchfield, Il. 


To the Editor: It is my custom when I receive a trade 
magazine to leaf it through carefully and turn down 
pages of those items and advertisements that are 
worthy of rereading or further attention. 

I started to do this with your September 7th issue 
on Fall and Winter Merchandising. I quickly had to 
give up my system and mark the whole issue for fur- 
ther close attention. This is a tremendous issue 
full of so many good things that we can use it as a 
reference book for merchandising ideas. 

I am sure the trade in general very much appre- 
ciates what you are doing to improve our merchan- 
dising methods so that we can better serve the public 


and keep our businesses operating on a profitable 
basis. 


Deyo W. Johnson, Wm. H. Deyo & Co., Inc., Ellen- 
ville, N. Y. 


To the Editor: At a time when we must recognize that 
we are confronted with a more sustained and aggres- 
sive selling effort, I think your edition of September 
7th is deserving of some special note by anticipating 
the spirit of the times and setting forth some valu- 
able suggestions to dealers in the matter of selling. 


Harold 8. Crosby, Northern Hemlock and Hardwood 
Mfg. Association, Oshkosh, Wis. 


To the Editor: In April I received your question- 
naire on wage and salary administration. I did not 
fill it out as my business is too small to be of any 
help in this survey. 

However, I did want to express my interest in this 
and other surveys which you make from time to time. 
This type of information, based on actual facts, helps 
“the little guy” like me who is just starting out. The 
magazine is helping me constantly, both in avoiding 
mistakes pointed out in articles, and in establishing 
an advertising policy. 


John V. Olson, Owner, Olson Lumber Co 


., Washing- 
ton, D. C. 


To the F4itar: The February 25, 1952 issue of the 
American Lumbherman carried an article concerning 
Inventory Control Procedures. 

Inasmuch as we are new making a detailed study 
of our own inventory control problems, I am very 


a copy of the above issue of your magazine in order 
to study the ideas of the writer of this article. 
In the event that this information is available, I 
would very much appreciate it as soon as possible. 
H. H. Gottschall, Morrison-Merrill & Co., 
Salt Lake City 10, Utah. 
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much interested in securing a copy of this article or: 








Box Gutter—complete line of rain goods— 
galvanized and copper 


Metal Lath—full line—high fire rating... 


easy to stock 


Ridge Roll—full range of galvanized rooting 
accessories 


ke money 


with the Ceco 


Cut shipping... buying... 
bookkeeping costs 


In these days of competitive selling it's just 

good business to watch costs. 

Here Ceco offers you welcome help witha 

1-stop service plan—one source, one invoice 

takes care of your metal building product needs, 
Ceco offers you the widest variety of products. 

You can cut shipping costs with mixed shipments... 
and know in advance what total costs are. 


So deal with Ceco for the best deal ever... 


enjoy fast dependable delivery. (cuco) 


a 
Ia construction products 
CECO ENGINEERING 
/ makes the big dW erence 


c___ 





CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 


General Offices: 5601 W. 26th St., Chicago 40, Illinois 
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WOW! No wonder 
CORBIN padlocks sell faster! 


A Githi) PADLOCK 
COSTS LESS THAN YOU THINK 


Corbin offers TOP VALUE 

in EVERY price range! 

Next time you need a padiock, 
remember that your Corbin 
dealer has a Corbin padlock 

to match your needs — 


for security . . . for economy. 


<A\\\ ® 
AS LOW AS a) , gs: CORBIN 


at leading hardware 
stores everywhere 


CORBIN CABINET LOCK Division 


The American Hardware Corporation, New Britain, Connecticut 


Hard-selling Corbin advertisements appear regularly 
in POPULAR MECHANICS, POPULAR SCIENCE, 
and MECHANIX ILLUSTRATED! They bring new 
and better padlock business to your store! So... cash 
in on them! Display the Corbin LOCK SHOP up front. 
It’s designed expressly to help your store profit from 
Corbin’s national advertising. 

Call your Corbin jobber now! 


BE SURE OF FASTER TURNOVER 
WITH 


CORBIN CABINET LOC 
Division 
The American Hardwere Corporation, New Britain, Connecticut, U.S.A, 
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This good-looking basement room was finished 
quickly and economically with Armstrong's Temlok. 


Handsome walls of 
Temlok Plank in the 
random Suntan Blend 
go up quickly and eas- 
ily. Besides decorating, 
Temlok also provides 


valuable insulation. 


The extra-wide Lok- 
Bevel joint on tile and 
plank speeds applica- 
tion, hides staples or 
nails, and insures even, 
neat-looking joint lines. 


HELP YOUR BUILDERS MAKE EXTRA PROFITS 


Tell them about the sales value of Temlok-finished basements 


A finished basement always increases a home’s 
market value — and helps builders clinch sales 
with extra profit. So be sure to remind your 
builders that the easy, economical way to finish 
interiors is with Armstrong's Temlok. 

Made of tough pine fibers, Temlok interior fin- 
ishes build, decorate, and insulate in one opera- 
tion. Temlok comes in three easy-to-handle 
forms: tile, plank, and board. All are attractive, 
factory-finished materials that need no further 
painting or treatment. Temlok helps insulate, 
too .. . will add year-round comfort to the base- 
ment and helps save on fuel bills. 

Temlok goes up fast, cuts labor costs. This 
attractive material is simply nailed or stapled to 


wood furring strips. A special Lok-Bevel joint 
on both the tile and plank speeds application and 
insures even, neat-looking joint lines. It also 
conceals the nailing flange so that no staples or 
nailheads are visible. Although light in weight, 
Temlok is structurally strong. It can be worked 
like wood but will not split or crack. There’s 
practically no waste with Temlok. Both tile and 
plank are available in a range of sizes. 

Armstrong's‘ Temlok is the easy way for your 
builders to finish basements . . . a profitable 
way for you to build business. For full details, 
see your Armstrong wholesaler or write 
Armstrong Cork Company, 3511 Rieker 
Avenue, Lancaster, Pennsylvania. 


Armstrong’s Building Materials 


M-67 Monowall® + Cushiontone® + Temlok® + Hardboards + Insulating Wool + Counter-top Cement 
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But the Jaeger truck mixers 


averaged 18% more daily payload 


Here’s what happened on the construction 
of a recent government project where the 
ready mix operator used 3 well known 
makes of truck mixers to mix 4% yd. 
batches on a 6 mile haul. 


Because of this long haul, specifications 
required 50% of the batch water to be 
added at the job. Under U, S. Gov- 
ernment inspection, each of the 4 Jaeger 
truck mixers consistently averaged 3 more 
batches per day (18% larger daily pay- 
load) than the other mixers, because they 
were able to inject tempering water at 
the drum head and mix and discharge 
acceptable concrete before the other units 
had finished adding water through the 


rear end of their drums. 

Leading ready-mixed producers, who are 
predominantly Jaeger Mix-Plus users, cor- 
rectly measure any truck mixer’s capacity 


by its daily payload (single payload x 
round trips). With Jaeger’s gate-protected 
open end loader or sealed end loader, 
they haul maximum legal payloads with- 
out spilling. In addition, each payload 
can be charged, mixed and discharged 
faster by the Jaeger “Dual Mix” drum, 
tempered faster, when needed, with 
Jaeger’s high pressure water jet in the 
drum head, and placed faster to custom- 
ers’ satisfaction with Jaeger’s 13 ft. “to- 
the-spot” chute, 


The additional daily payload gained by 
this faster operation is the most profitable 
payload anyone hauls. 

Ask your Jaeger distributor to show you 
latest Jaeger Mix-Plus units in operation 
in your territory and make your own time 
comparisons. For further details we will 
be glad to send you our Catalog TMH-2. 


Faster water distribution 
means faster mixing: 


Jaeger high pressure 112” pump 
and positively clog-proof jet in- 
ject 60 gallons per minute at 
65 lbs. pressure directly into the 
mass of material in the head of 
the drum. Jaeger was also first 
to run a water line to the rear 
end of truck mixers — but only 
for washing off chutes and 
aprons, not for adding water to 
the drum. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
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only SHEFFIELD has 
day-glo fluorescent 


inv glowing colors 


 Here’s a new and exciting finish¢hat your 
customers will be anxious to have for 
™ decorating anytime of the year, especially at 
™ holiday time. It’s exciting...just press the spray 
Shettield button and colorful SNOW comes spouting 
Pay.GuO BBE forth in billowy volumes! And it GLOWS... 
ayveuunl because it is FLUORESCENT! Sprays onto 
. any surface. Available in FIVE brilliant 
glowing DAY-GLO fluorescent colors. 


ALSO AVAILABLE IN WHITE SNOW 


SHEFFIELD 


Cru, 


Quik Spray ce 


ENAMELS in Colors and Clear 


The fastest selling, biggest profit spray 
paint available! It’s easy to use... gives 
a smooth professional finish... and 

is guaranteed not to clog! Available in 
clear...as well as gold and aluminum 
plus a full range of colors including 
APPLIANCE WHITE for refinishing 
refrigerators and any appliance... and 
FLAT BLACK ... for decorative finishes! 


These Colors: Aluminum, Chinese Red, Bright 
Green, Industrial Gray, Light Blue 

Orange, Gold, White, Royal Blue, Lemon 
Yellow, Pink, Dark Green, Gloss Black 


For Descriptive Literature, Promotional Material and Color Cards, Write: 
17814 Waterloo Rd., 


Sheffield sRoNZE PAINT CORPORATION citverane 19, On10 
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sell aluminum! 
© Everlastingly beautiful! 
@ Never needs painting! 
®@ Seldom needs upkeep! 


® Modern — practical! 


sell alumatic! 


@ All ALUMATIC products 
guaranteed in writing 

@ All ALUMATIC products 
nationally advertised 
and approved 

@ All ALUMATIC products bear 
the Good Housekeeping seal 


ag We 
au t Os. 








sell royal! 


@ Easy to install by amateurs — 
a natural for ‘‘do it yourself” 


@ Sold at a low price home- 
owners can afford! 


® Sold complete with hardware! 


| 








increase profits now with alumatic royal. ..send coupon for details! | 


AES CORPORATION OF AMERICA 


EXECUTIVE OFFICES: 2081 S. 56TH ST., MILWAUKEE, WISCONSIN 
EASTERN BRANCH: 105 STATE STREET, PATERSON, NEW JERSEY 
PLANTS: Milwaukee & West Allis, Wisconsin, Paterson, New Jersey 


ALUMATIC CORPORATION OF AMERICA 


2081 S. 56th Street — Milwaukee 14, Wisconsin 
T5131 
i'm interested in Royal aluminum combination doors! 











Name 


Address 


IN CANADA: Alumatic of Canada, Ltd., Windsor, Ontario 


TETTETTLT TTS States 





——_—— — arrears 








You're sitting 


on top of the 





world in the 


AUTOCAR 


The new Autocar V/8 is giving 
truckers a new outlook on profitable 
transportation. The smooth perform- 
ance of its great 200 horsepower 
engine steps up hauling schedules 
as much as 25 percent. There’s noth- 
ing to touch it for making light of 
heavy loads. You should read the 
booklet on why the V/8 idea has 
every trucker talking. Send in the 
coupon for your copy. 


THE WHITE 
MOTOR COMPANY 


AUTOCAR DIVISION, ARDMORE, PA. 


Factory Branches and Distributors from Coast to Coast 
in the U.S. and Canada 


Export: Drexel Building, Philadelphia 6, Pa., U.S.A. 


The White Motor Company 
Autocar Division, Ardmore, Pa. 


Please send me the Autocar V8 Booklet. 





Company name. 





Address 





Number of trucks in fleet 


Type of operation 
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SAND STON, -_. 


VETERAN HARDWARE WOMAN 
PICKS L-0-F IN BLINDFOLD TEST 


Adele Genesee, G S$ Stores (Hard- 
ware, Paint and General Merchan- 
dise) says, “Brand ‘Z’ was much easier 
to cut!” (Brand “Z” was L-O-F.) 





= 
- 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


Cut L‘O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. You'll 
see why you have fewer bad cuts, less waste and 
She test-cut four well-known brands of single-strength mph with L-O-F. eee ee 
windew glass, identified only by the letters W, X, Y and Call your nearest L-OvF Distributor. Phese 
Z. She immediately picked ‘SZ’, which was Libbey’ local businessmen are listed under ‘‘Glass’’ in 
Owens‘Ford 93°% of the dealers in various sections of the the yellow pages of phone books in many prin- 
country who took this test picked L-O-F! cipal cities throughout the country. And send 

L:O:F Window Glass is easier to cut into big pieces or for your free copy of our booklet, For Greater 
little pieces. It’s easier to cut into angled or curved Profits in Window Glass 
pieces. You can even cut off narrow strips with a light, 
easy stroke. 

L’O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle—so it’s a safer 


L comme _— _— ee ee mee — —_ ee 
buy for your customers, too, == ee ee oe ee ee eee —— ae oe 


| 


a 


Write Libbey-Owens‘Ford Glass Company, 
65113 Nicholas Building, Toledo 3, Ohio. 





ee 
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You'll profit from repeat sales of Wheeling Metal Lath because 
your customers know it does a better job. They know that Wheeling 
Metal Lath goes up faster, lies flatter. What's more, the rugged 

steel network makes a firm, positive bond for smooth, crack-free 
plastering. That's why it pays to stock Wheeling Metal Lath 


—and the full line of Wheeling building materials— the outstanding 
choice for over 60 years. 





WHEELING CORRUGATING COMPANY + WHEELING, WEST VIRGINIA \ 


BUILDING MATERIAL DIVISION 
ATLANTA BOSTON BUFFALO CHICAGO 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK 


COLUMBUS DETROIT HOUSTON KANSAS CITY 
PHILADELPHIA RICHMOND ST. LOUIS 
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There are no “ifs” or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality” line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


i RI IN ,. f.) !  BSuony DOOR NEEDS THREE 
ERIE © PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H. DAVIS HSRLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 2450 17th Street 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, Iilinois San Francisco 10, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, mR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE 8. $. ALDER COMPANY AUSTIN & EDDY INC E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 


45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 


—— GRIFFIN PRODUCTS 
) c/ 
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For Remodeling or Modernizing — 


. Outside... In 


FLINTKOTE Building Materials 


..Ready to help on any job—big or small— 
a complete line of well-known, reliable products 


Flintkote Asphalt Roofing 


Tops in roofs! ... for beauty, long life, fire resistance. 
That’s what you get in Flintkote Asphalt Shingles, in- 
dividual or strip. A colorful Flintkote roof stands out, 
stands up... and gives lasting economy. The extra 
years of service cost no more! 


Flintkote Asbestos-Cement Sidings 


Flintkote’s beautiful Stri-Color* Asbestos-Cement Sid- 
ings... with the famous Dura-Shield* water-repellent, 
i 
iL b i 


a OORT UO Ee RO 





mali , stain-resistant, protective finish ... can give a house a 
liN K = brand new appearance! Their handsome new colors can 
- be used for monotone or duotone effects . . . or for 
UA NM effective combinations with stone, brick, stucco. Avail- 
LS able in gray, green, brown, or in Weathered White, 
| Green and Coral. The extra years of service cost no more! 


Flintkote Insulating Sidings 


For putting new life ...and new economy ... into homes, 
choose from Flintkote’s colorful insulating sidings. 


Flintkote Roman Brick is the modern aristocrat of 
brick design. 


A i | Hi aN Flintkote Shake Design offers Colonial beauty in cream, 
i ! | 





| ° 
|| NH \\ red, brown, green, gray and white. 
\ \ 

} 


il ‘Ni | \ \\ it} \\\ Soe Flintkote Narro-Lap comes in a variety of rich, new 
1 i ii | iN eS colors for jobs calling for a handsome narrow siding. 


Flintkote Ledge Rock makes sidewalls look like stone 
walls! The extra years of service cost no more! 


Flintkote Decorative Insulation Board 


When remodeling or repairing, Flintkote 
Decorative Insulation is a friend indeed! Use it 
to build or brighten up any room .. . to cheer 
up drab surroundings .. . to add insulation. 
The extra years of service cost no more! 


Flintkote Insulating Wool 


And when it comes to remodeling, here’s a 
must for improving comfort and health condi- 
tions... for saving fuel bills. Flintkote Insulat- 
ing Wool, a Fiberglas** product, is naturally 
fireproof, light in weight, moisture resistant, 
odorless. And it’s detested by vermin. The 
extra years of service cost no more! 








THE FLINTKOTE COMPANY, Building Materials Divi- 
sion, 30 Rockefeller Plaza, New York 20, N. Y. 
There are many other Flint- 
kote Building Products, too, 
for repairing, remodeling and iz Li he $ KO iH E x 
modernizing. Write for catalog. 


A Trademark of The Flintkote ¢ 


he omMpany 
Cay, ; 


peonaet easing: Coneleeti .. Style aud Color Leader 4inte 1901 aieain’s) 
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“Fteok 


AWNING WINDOWS 


available in wood or aluminum 


Auto-Lok—the window women want most 
—sells on sight because builders know 
from experience AUTO-LOK Windows 
make houses worth more . . . help clinch 
sales. Ludman Auto-Lok make homes 

look newer . . . more modern. They add 
extra sales appeal and extra value 
without adding extra cost. 


Ludman Auto-Lok Windows save builders 
money, because no time consuming in- 
stallation adjustments are required and 
they never need adjustment afterward... 
Eliminate costly call-backs. Figuring the 
time saved for installation and the 

extra value they add, Ludman Auto-Lok 
Windows are the most economical 
Awning Windows to use. 


The immediate appeal of Lud- 
man windows combined with 
Ludman’s patented Auto-Lok 
principle of operation makes 
buyers out of prospects. 


Put this demonstrator — 
to work in your showroom 


Many beautiful combina- 
tions are possible. Picture 
windows can be supplied 
in any width for glazing 
with %’" plate or insulated 
plate panels. Screens, storm 
sash readily available. 


Standard units can be used 
singly or in combinations 
for maximum light, venti- 
lation and greater wall 
space for furniture ar- 
rangements. Exclusive de- 
layed-action night vent 
for ventilation. 




















For the name of your neorest Auto-Lok jobber, write— 


LU Le] ce ea Corybutlion DEPT. AL-11, NORTH MIAMI, FLORIDA 


LUDMAN LEADS THE WORLD 
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EDITORIAL 


LET'S LOOK AT MANAGEMENT CONSULTANTS 





ACTION NOT TALK 


Action is the real test of leader- 
ship. “A ton of talk weighs less 
than nothing if it isn’t backed by 
action,” are the memorable words 
of Theodore Roosevelt. All that we 
may think or see or remember will 
be of little avail to us, in the busi- 
ness and social worlds especially, 
unless we can put our thoughts 
our mental planning—in action. 


To be a leader--to make others 
think as you think, feel as you 
feel, and act as you wish them to 
act—-you must develop your own 
capacity to see, think, and then 
act upon your own decisions. To be 
able to do this you must learn to 
organize, deputize, and to super- 
vise. Have you ever thought of the 
meaning of the words “supervise” 
and “supervision” ? 


“Action is the supreme law of 
life. It is in action that man learns 
to know himself. It is in action 
that he learns to reverence him- 
self. It is in action that he unfolds 
and builds up his powers to the 
fullness of their possibilities.” 


Arthur F. Sheldon 
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Have you been solicited for 
management engineering serv- 
ices lately? 

More and more of our dealers 
are reporting sad experiences 
with so-called business engineers 
and consultants. Like so many 
worthwhile services, the field of 
management consulting has its 
shysters, racketeers and char- 
latans as well as its highly eth- 
ical factors who render valued 
services. 

Unfortunately it is some- 
times true that concerns in this 
field which are the most aggres- 
sive, high pressured and flam- 
boyant, who make the largest 
claims and talk the loudest 
about themselves, are the great- 
est offenders in matters of both 
ethics and service. Dealers re- 
port that they have been high 
pressured into costly “surveys” 
and “service contracts” running 
sometimes into the thousands of 
dollars without receiving tangi- 
ble benefit. 

A dealer will be “contacted” 
by a salesman with a smooth 
convincing “‘line,” then ‘“sur- 
veyed” by a second party and 
“serviced” by a third man. Fre- 
quently neither the survey man 
nor the service man have a 
building industry background 
for their function. 


How can you distinguish the 
reliable, efficient and qualified 
management consultant from 
the charlatan? 

The firm which solicits you 
for such services should be 
checked for: 


(1) reputation, 


(2) suecessful experience in 
servicing retail and par- 
ticularly retail lumber 

dealer accounts, and 













(3) the qualifications of the 
men who service your 


account. 


You should be on your guard 
against any signs of high pres- 
sure selling on the consultant’s 
part. Management engineering 
is a profession and the ethical 
professional man is never high 
pressure. 

You should ask the solicitor 
or first contact man to give you 
the names of retail lumber con- 
cerns his company has served. 
Then call them on the phone re- 
garding the value of the service 
they received. 


The survey and service men 
assigned to your job, if you em- 
ploy a_ business engineering 
firm, should be able to give you 
personal references as to their 
background which will prove to 
you their qualified experience to 
do a constructive job for you 
and make an important contri- 
bution to the solution of your 
management problems. 

If the soliciting firm is a 
member of a national associa- 
tion of management consult- 
ants he will be glad to provide 
you with the kind of proofs of 
satisfactory performance that 
you want. In fact the lack of 
such a membership is an indica- 
tion that the firm should be 
thoroughly investigated before 
it is employed. 

Your local Better Business 
Bureau is another check source. 

There is no doubt but what 
with the growing complication 
of building products retailing 
there is need for management 
counseling but if and when you 
feel the need it may be well to 
stop, look and ask for proof. 





COVER PICTURE: MR. FIXIT PLANS DAILY CALLS ft 


current work orders. 
tractor jobs each week. 


New Uses For Trucks 


il 


‘om 


His contacts bring from two to 10 con- 


BUILT-IN CABINETS divided into 10 compart- 
ments for storage of supplies 


How to Operate 
a Mr. Fixit Service 


This article tells you how to equip your truck; 
specifies qualities for the “‘fixit’? salesman; names ways to 
get leads; gives promotion ideas for ‘‘fixit’? business. These 
are the answers from a successful Cleveland dealer. 


A Mr. Fixit service which pays 
dividends for the homeowner, con- 
tractor and lumber dealer has been 
in operation at the Rock Island 
Lumber Co., Cleveland, for the 
past six months. 

Why this service was established, 
how it operates and what it means 
in terms of added business is the 
subject of this article. 

“We usually have from two to 10 
contractor home improvement jobs 
under way each week which can be 
credited to the Mr. Fixit service,” 
says Bob Hill, retail sales manager. 

In an exclusive interview with 
the American Lumberman, man- 
ager Hill and Earl W. Jumper (Mr. 
Fixit himself), outlined how the 
firm’s service works. Here are the 
details: 


Promoting the Mr. Fixit Service 

A weekly Rock Island newspaper 
display ad regularly calls atten- 
tion to the Mr. Fixit service. Copy 
reads: “CALL MR. FIXIT—He'll 
rehang doors, loosen stuck win- 
dows, repair the steps .. . do any- 
thing in the line of home carpen- 
try work. Just the man to handle 


32 


those odd jobs you’ve been avoid- 
ing. Call Mr. Fixit today.” The 
firm’s Mr. Fixit symbol—a smiling 
Scotchman in native dress striding 
along with a saw in one hand and 
a hammer in the other—also ap- 
pears with the copy. 

The same advertising message 
and symbol appears on direct mail 
pieces, on Mr. Fixit’s bright red 
panel truck and on the business 
cards that Mr. Fixit gives to his 
customers. Mr. Fixit himself is a 
walking advertisement. He always 
wears a clean uniform (he has six 
complete outfits) with the Mr. Fix- 
it symbol embroidered on the 
jacket, shirt and hat. 


Getting the Big Business 

All phone calls for Mr. Fixit are 
screened by the sales staff to de- 
termine whether the job should go 
to a contractor or to Mr. Fixit. If 
there is any doubt the salesman 
writes up a “please-check” order 
for Mr. Fixit, who examines the 
job in the field, then turns it over 
to a contractor or does the work 
himself. 

If the job is in the contractor 


. FIXIT TELEPHONES to make 


his customers are at home. 


class ,a name is selected from Rock 
Island’s list and the contractor 
himself makes the call, mentioning 
the fact that he came at the re- 
quest of Mr. Fixit. 


Jobs Mr. Fixit Handles 

Opening stuck windows, replac- 
ing sash and glass, hanging and 
planing off doors are some of Mr. 
Fixit’s principal jobs. In about 
six months, Mr. Fixit installed 125 
combination screen-storm doors. 

Mr. Fixit is a member of a car- 
penters’ union and he tries to con- 
fine his work to carpentry, but he 
frequently replaces light switches 
and repairs leaking faucets. Or- 
ganized labor in Cleveland allows 
a member of one trade union to do 
an hour’s work in another trade. 


Mr. Fixit’s Qualifications 
Finding the right man for the 
Mr. Fixit job wasn’t easy. Rock 
Island wanted a man who would 


November 2, 1953, AMERICAN LUMBERMAN 


ie aplaaaiea 


a ee a ae 


wm 





aS a ST Ge SP OS 


~ a 


“tS tN A Nt A NA 





be both a salesman and expert car- 
penter. They interviewed about 50 
men before hiring Mr. Jumper. 

Mr. Fixit must be a carpenter 
who is skilled in all household re- 
pairs and improvements; he must 
know how to figure jobs; he must 
know tools and materials intimate- 
ly. Also, he must have more than 
a speaking acquaintance with the 
other trades plumbing, heating, 
giazing and insulating. 

He must know how to schedule 
his time, how to keep accurate 
records. He must be energetic and 
enthusiastic, able to get along with 
all types of people. 

Jumper, 55 years old, a former 
home-remodeling contractor, has 
been a carpenter for 30 years. He 
likes his job because it is a contin- 
uous challenge. 

He says, ‘People always ask, 
‘Can you do this?’ Completing 
these jobs gives me great satis- 
faction.” 


A-B-C’s of Mr. Fixit’s Routine 

A. Planning the Week. On 
weekends Mr. Fixit sits down at 
home and lines up the work orders 
that have been telephoned into the 
firm or that he has picked up on 
the job. He has his territory divid- 
ed into four geographical areas. 
The work orders are separated by 
these areas. 

“T figure I can make about four 
calls per day, each averaging about 
two hours,” says Mr. Fixit. 

Mr. Fixit spends only one day in 
a given area. If he has an uncom- 
pleted job at the end of a day that 
can be left (without serious incon- 
venience or damage), he postpones 
completion until he returns to the 
area. This work routine serves 
to keep his truck (with its adver- 
tising message) circulating as 
widelv as possible in different areas 
each day. 

B. Avoiding “Not Home” Cases. 
He make two tvpes of calls: A 
preliminary check visit to deter- 
mine whether the job is rightly his 
or whether it belongs to a eontrac- 
tor; and if it is his job, he calls 
Jater to do the actual work. Be- 
fore each visit Mr. Fixit telephones 
the customer: if he isn’t at home 
a “service attempt” is noted on 
the work order. 

C. Preliminary Check Visit. Mr. 
Fixit makes preliminary check calls 
in the same area where he is work- 
ing on a given day. He uses 3x5 
index cards. giving the customer’s 
name and address, to note down 
the materials he will need, exact 
measurements and other pertinent 
job data. These preliminerv iob 
checks usuallv take about 15 min- 
utes: if the check takes longer, the 
extra time is noted on the card 
and added to the charges when 
the job is completed. The cards are 
also used to order the materials 
for the job the day before he goes 
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PRELIMINARY CHECK enables Mr 


needs to repair his steps 


FITTING STORM WINDOWS is just one job which keeps Mr. Fixit busy in 





Fixit to point out what this homeowner 





the fall. He carries collapsible horses in his truck 


out so the stock man can have the 
materials ready in the morning. 
This system also gives the stock 
man a chance to have Mr. Fixit de- 
liver small orders in the neighbor. 
hood, savirg large trucks for ma- 
jor hauls. 

D. On the Job. “I always try 
to give the impression that the job 
at hand is the most important one 
on my books.”’ says Mr. Fixit, “and 
thev love it.” 

Mr. Fixit does his work as quick- 
ly, efficiently and neatly as possi- 


ble, but he does not overlook the 


opportunity for suggestive selling. 


When the job is complete, he cleans 
up all shavings, sawdust and lit- 
ter. Before leaving he asks the cus- 
tomer if he is satisfied with the 
job. As a further service, he some- 
times delivers bulky packages for 
customers. 

E. Rate Per Job. Mr. Fixit 
makes a cost estimate only if the 
customer asks for it. “I tell them 
that I work fast and that the 
standard rate is $4 per hous plus 
materials. When I give a custo- 
mer an estimate I try to make it a 
little high. Then, when the custo- 


(continued on next page) 
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CAREFUL WORKMANSHIP a 
trademark of Mr. Fixit’s service. He 
checks to make sure the storm win- 
dows fit. Such attention to detail 
keeps customers coming back 


MR. FIXIT SERVICE 
(begins on page 32) 


mer receives the bill he is pleas- 
antly surprised when the charge is 
a few dollars below my original 
estimate.” 


F. Checking for Satisfaction. 
After a job has been completed, 
a member of the firm’s sales staff 
calls the customer to make sure 
he is satisfied. This service also 
gives the salesman a chance to in- 
quire about future home improve- 
ment jobs. 


G. Mr. Fixit’s Compensation. 
Mr. Fixit is paid the standard, 
journeyman carpenter’s wage for 
a 40-hour week. He receives a 
commission which amounts. to 
about 25% of the gross labor in- 
come above his salary. He also 
gets a small commission on sales 
of building materials. 


H. Truck and Tools. Mr. Fixit 
drives a *,-ton panel truck with 
10 cabinet-compartments inside for 
supplies. The separate compart- 
ments are used for storing nails, 
electrical equipment, hardware and 
other materials. On the inside ceil- 
ing of the truck is a storage rack 
for a 6’ aluminum step ladder; a 
rack on the outside roof supports 
a 20’ aluminum extension ladder. 
Mr. Fixit is equipped with a total 
of $2,000 worth of tools. For con- 
venience he uses collapsible wooden 
horses. The truck is washed and 
cleaned out weekly. 


Summarizing the Mr. Fixit serv- 


ice, manager Hill says: 

“A dealer who inaugurates this 
type of service may not see much 
of a profit for the first few months, 
but after its cumulative effect 
builds up, the service will pay for 
itself. It will bring in the big home- 
improvement jobs and build good 
public relations with both consum- 
er-customers and contractors.” 





Mr. Fixit Keeps Busy 


One job frequently leads to 
another. Mr. Fixit was called to 
one house to install screens. 
Then he repaired a leaky fau- 
cet; afterward he reptaced the 
toilet tank hardware, which he 
had to go out to buy; then he 
fixed a balky casement window. 


While finishing the window 
job, the lady of the house drove 
away and returned with two at- 
tic louvers. While installing the 
louvers, the woman turned up 
with three bags of insulat’on 
for the attic. 


That was a full day for Mr. 
Fixit, but he was back three 
days later to install the insula- 
tion and re-tile the bathroom. 














Available 
And How! 








Donley Steel Mortar Boxes 


Donley Mortar Boxes are made of a 
single sheet of 14-gauge steel (Nos. 9 
& 6 are 16-gauge) with unbreakable 
welded joints. They are re-enforced 
at the top with strong steel angles, 
thoroughly welded to the box and to 
each other. The smooth interior 
makes complete cleaning a simple 
operation. They are easy to handle 
and nest compactly and will take 
lowest. freight rate when ordered in 
multiples of three. 


Sizes, Weights, Dimensions 


In consulting the table of dimensions, readers will note 
that the number of each size corresponds with the 
capacity in cubic feet 
Order Shipping 
by Width Depth Weight 
No. Inches Inches Lbs. 


a1 12 110 i2 190 
22 12 86 12 155 
4 36 68 12 124 
9 28 70 
6 24 53 
a4 26 96 
"2 23 26 


Length 
Inches 


Lime soaking or Putty Box. 
Mortar Tub. 


THE DONLEY BROTHERS COMPANY ° 13928 Miles Avenue, Cleveland 5, Ohio 
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Knockog7l 


Dealers everywhere are climbing on 
the band wagon .. . increasing their profits 
in builders’ hardware with the Russwin 
“All-Star” 1-2 PUNCH... how about you? 


THE RUSSWIN “ALL-STAR” 
PACKAGED PROMOTION ... 


Simplified Catalog, 
Sales Promotion Book, 
Demonstrators that Sell, 
Colorful Enclosures, 


You can handle every residential 
and light commercial job that 
comes your way with the Russwin 
“All-Star” Line of Finishing 
Hardware. It’s complete . . . yet, 
condensed. Every item is a 
“Star” for sales. Two new lock 
lines permit budget-matching. 
An exclusive labeling system 
makes work easy and error-free. 
Uniform quality, sizes, finish, 
packaging and price build loyal 
“repeat” customers. Ask your 
jobber for complete details. 
Russell & Erwin Division, The 
American Hardware Corporation, 
New Britain, Conn, 


Dominant Publication Advertising, 
Newspaper Mats. 


THE SIMPLIFIED 
COMPLETE, RUSSWIN 
“ALL-STAR” LINE 


“Stilemanor” Locks and Latches* 
“Homegard” Locks and Latches* 
Pressure-cast Aluminum 
Trim Hardware 
Screen-Storm Doorware 
Miscellaneous Shelf Hardware 


*Patents applied for 
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New me ae 
_, eee 
For Trucks 


BUILDERS’ HARDWARE samples are 


the laminated counter top. Builder 


exhibited along 
Hughes, right, and 
lumberman Babcock study these displays. 
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SELLING THE CONTRACTOR out on the job. Raymond 
J. Hughes, left, a residential builder, looks over a board 
product. Al Babcock is the salesman. 


cabinet shelves. 


Display-Room-on-Wheels 
Carries Selling Punch 


Old school bus, remodeled as travel- 


ing display room, is unique sales tool for It 


New Jersey dealer. 


A traveling display room, which 
also serves as a mobile billboard, 
helps sell materials and at the 
same time does a gond job of pub- 
licizing the 78-year-old Brant 
Lumber Co. in Toms River, N. J. 

Officially labeled the ‘Home 
Builders’ Display Coach,” the trav- 
eling display room was actually an 
old school bus, vintage 1938, be- 
fore it was converted. Co-partners 
Al Brant Babcock and Harrison W. 
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COVER: 


coach 


attracts 
tion wherever it goes. 
sometimes 


ACOUSTICAL CEILING SAMPLES are stored in the 
Various types of hardware are used 
on the cabinet doors. 


ca| 4 


DISPLAY 
atten- 


repre- 


sents the company in 


public parades. 


Bance were looking for a sales- 
man’s car when they found it. They 
bought the bus: for $850, then 
spent another $300 painting it and 
remodeling the interior for dis- 
plays. 

Inside the bus, up front, there 
is a seat for two customers in ad- 
dition to the salesman-driver, so 
everyone can be comfortably seat- 
ed during a _ sales presentation. 
Equipped with a heater, the bus 


goes out in all kinds of weather. 

The coach creates a good deal of 
attention as it rolls around Ocean 
county, the fastest-growing county 
in New Jersey. It is sometimes 
parked in a populous area, where 
it is sure to attract prospects for 
materials. 

At least a dozen different ma- 
terials, some in sample form and 
some applied, can be found inside 

(continued on page 39) 
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Marlite Plank and Block 


Enaty te install Easy tr tel/ 


Loe aia oo eR . 
vg bi ws ; 
Rieke! EeNeaL 


} 
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EXCLUSIVE TONGUE AND GROOVE JOINT ELIMINATES MOULDINGS AND ADHESIVE 


Yes, it’s easy to sell new Marlite Plank and Block! You offer your customers 
new ease of installation, new beauty, new economy—and the same high quality 
for which Marlite has always been famous. 
Easy installation. The exclusive new tongue and groove joint fastened with concealed 
nails or clips makes installation simple in any room, for carpenter or homeowner. 


Handy carry-out sizes. Planks are 16” x 8’, Blocks are 16” square. 
In cartons for convenient handling. 


y 


‘ 
| 
| 


Beautiful new colors. The outstanding new line of ten new “companion colors” 
styled by Raymond Loewy Associates is sure to please every customer. 
Available, too, in four wood patterns. 


Baked Marlite finish. Marlite Planks and Blocks have the same durable, easy-to-clean 
Marlite finish used on all other Marlite panels. 
See your Marlite salesman or write today for complete information 
on these new Marlite products. A sales-making program is already under way 
for Marlite dealers, providing effective new sales aids—backing you with an 
intensive advertising program reaching your Marlite prospects. Marsh Wall 
Products, Inc., Dept. 1141, Dover, Ohio. Subsidiary of Masonite Corporation. 





PREFINISHED 
WALL and CEILING PANELS 


MARLITE PLANK & BLOCK PATENT APPLIED FOR 
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THE PERMA PRODUCTS COMPANY « Cleveland 27, Ohio 
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HOUSEWIVES ARE FREQUENT VISITORS to the dis- 
play coach. This lady likes the looks of this plastic 


finished wall paneling sample. 


DISPLAY ROOM 
(begins on page 36) 


the coach. The floor ef the coach is 
covered with vinyl tile; various 
styles of cabinet hardware are at- 
tached to knotty pine doors, which 
open to storage space _ beneath. 


inet doors hold a variety of mate- 
rials. 

Among the materials on display 
in the coach are tile board; insula- 
tion board; sliding door hardware; 
plywood; wood and aluminum cel- 
lar window models; roofing and 
siding samples. A counter of pre- 


CO - PARTNERS 
Bance and Bab- 
cock talk over 
future plans for 
their “Home 
Builders’ Display 
Coach.” 


length of the bus and serves as a 
display counter for builders’ hard- 
ware and other exhibits. 

The coach is used primarily as a 
service to contractor customers 
who want to show prospects the 
best materials for the job. The 
driver-salesman also tours. the 


Pockets on the inside of the cab- finished panel board runs the countryside in search of leads. 
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Increased Sales —Increased Profits! 


... with horizontal sliding glass doors and windows! ea ef 

There’s faster and greater profits for you in rae Paes 
Slide-Master Glass Doors and Windows! ..a FR 
product of many years of engineering ex- , cs , 


perience incorporating the latest design 


principles .. . 








eee eee78e88e288 8 





thus insuring many years of 
prevents rattles or side-play. Slide-Master is 
VERSATILITY IN GLAZING 
dration process 
| * 
Designed Slide | if a 
for MaSCEL 


trouble-free operation. Our own new engi- § 4 Pa 
neering process provides a weather-seal and Re] 
becoming more and more in demand today! 
Get your share of those profits! 
Y%4" polished plate for on the job glazing 
Patented double glazed units with compressible rubber sealer employing our chemical dehy- 
Units built to take standard Thermopane or Twindow glass sizes 
Special units for special sized Thermopane or Twindow glass 
Modern 
Living 





GLASS DOOR AND WINDOW CO. 
9015 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 
CRESTVIEW 6-4495 * BRADSHAW 2-3949 
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HOUSEWIFE EXAMINES sidewall 
color samples, one item in the Bad- 
ger Lumber Company’s rolling dis- 
play exhibit. Buford Wanslow is 
the driver-salesman. 


aA 


DUPLEX CONVERSION JOB, a 
$9,000 sale, resulted from an original 
eall with the mobile unit. Salesman 
Wanslow checks the job with con- 
tractor Conrad. 


THIS NEW KITCHEN grew out of a 
mobile display unit call. Driver- 
salesman Wanslow stops by to make 
sure Mrs. Paul V. Wysong is satis- 
fied. A neighbor admired this kitchen 
and ordered one like it. 


“Rolling Billboard” is Sharp Sales Tool 


Remodeling sales are picking up for this middle- 
western firm since they placed two mobile display units on 


the road. 


A mobile display unit placed in 
service by the Badger Lumber 
Company’s Kansas City, Kan. yard 
more than paid for itself within 
six months. 

L. A. LaGue*, manager of the 
Kansas yard, credits the station 
wagon display unit for a substan- 
tial increase in the firm’s remodel- 
ing business. Shortly after the 
station wagon was placed in serv- 
ice last February, the company ran 
display ads in two daily newspa- 
pers showing the mobile display 
unit. The headline read: 


ey x, RA MNe 
. nie end i. % 


wes © 


eye 5a er. . r ve thy "’ ~~ : 
tke ae rh i aie ipa tat , ii ‘ 
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“Put your home repair and re- 
modeling ideas into action. We'll 
get the job done.” 

Most of the early calls came 
from this newspaper advertising, 
but most of the calls now result 
from word-of-mouth advertising. 

“We got five good jobs in one 
week and every one started with a 
sale from the mobile unit,” de- 
clared LaGue. 

Here are some tangible sales re- 
sults producd by the mobile unit 
last August: 33 calls made; 24 jobs 
closed. Loans were arranged for 


STATION WAGON IS TRAVELING BILLBOARD for Badger’s. ‘Home Im- 


provements the Badger Budget Way” 


reads the slogan along one side. 


The unit, which uses less than a tank of gas a week, soon paid for itself. 
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14 of these customers; the other 
10 were cash jobs. One call result- 
ed in the conversion of a rental 
property; this remodeling sale to- 
totaled $9,000. Other jobs included 
an added bedroom and two kitchen 
remodelings, one of which resulted 
from seeing a neighbor’s job done 
by Badger. 

Buford Wanslow is the driver- 
salesman of the unit, the second 
one placed on the road by Badger. 

“Selling to carpenters and con- 
tractors is a lot easier this way,” 
explains Wanslow, “because you 
have the materials right with you.” 

Two cabinets, one 2’x2’x4” and 
another 12”x12”x18”, are used to 
carry samples inside the station 
wagon. These samples include ceil- 
ing, plastic and wall tiles; plywood 
and decorative wallboard samples; 
siding, roofing and hardware sam- 
ples; also plan books and manufac- 
turers’ literature. 

In addition to the daytime calls 
made by Wanslow, he also makes 
business calls several nights during 
the week when he can talk with 
the man and wife who are think- 
ing about doing their own work. 

Badger’s Kansas City, Mo. yard 

sells from mobile unit No. 1. The 
original plan was to share mobile 
unit No. 2 among five of the sub- 
urban Badger yards, but LaGue 
and Wanslow did so well with it 
that it became their exclusive sales 
tool. 
*L. A. LaGue, who was manager of 
Badger’s Kansas City, Kan. yard 
when material for this article was 
gathered, is now manager of Badger's 
new Overland Park, Kan. yard. 
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New Ford F-100 Pickup offers Driverized or, (extra cost), Driverized Deluxe Cab. Choice of V-8 or Six. 
Five transmissions, including new FORDOMATIC and OVERDRIVE (extra cost). 


“I save a full hour each day... 


“The Fordomatic Drivein my 
new Ford gives starting power 
and traction I never thought 
possible in a light truck!” says 
Mr. W. E. Douglass, owner of 
the Central States Roofing & 
Insulating Co. of Pueblo, 
Colorado. “Now, I’m able to 
save a full hour each day, or 
make several extra trips. 


“I just can’t say enough for 
the comfort and easy han- 
dling of the new F-100 
Pickup. It makes maneu- 
vering in tight spots fast 
work. The Driverized Cab 
sure fills the driver’s bill. 


“Ford power and economy 
make the difference between 
profit and loss in my busi- 
ness. My 106-h.p. V-8 engine 
is more powerful than any 
other similar size engine I’ve 
ever owned. It makes light 
work of heavy jobs, yet is 
light on gas and oil. I bought 
my Ford because I believe it 
to be the best truck value 
today . . . more study, bet- 
ter trade-in value.” 


The new Ford Pickup, with 
bolted-construction, 45-cu.-ft 
load box plus strong, rigid 


type latches, is a time- and 
money-saver. 


What about you? Could the 
time-savings and economy 
of a Ford Truck help in your 
work? Write for detailed in- 
formation: Ford Division, 
Ford Motor Co., T-24 Box 
658, Dearborn, Michigan. Or 
see your Ford Dealer today! 


FORD 
ECONOMY 


TRUCKS 


SAVE TIME + SAVE MONEY «+ LAST LONGER 


tailgate with exclusive toggle- 
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New Uses for Trucks 


“ROLLING ADVERTISING” is how the Larson Lumber 
Co., Salina, Kan., describes its station 


CUSTOMER RECEIVES CARPENTER APRON, one of 


wagon display 


unit. Harlan L, Larson, co-owner of the yard, is driver- 


salesman 


“One Call 
Sells 


It All’ 


Be 


several souvenirs which the driver always carries. 


COVER: HOUSEWIFE LOOKS over display of asphalt 
shingles. The rear gate of the station wagon makes an 
excellent display platform. 


There’s more truth than poetry to that jingle for 


the Larson Lumber Co., Salina, Kan. 


Read how this com- 


pany saves time and makes more money with its station- 


wagon display outfit. 


More sales, faster deliveries, 
added service — all at less cost 
these are the big advantages of the 
station wagon display unit of the 
Larson Lumber Co., Salina, Kan. 

“We can sometimes seli a com- 
plete job with only one call,” ex- 
plains Harlan L. Larson, co-owner 
of the yard and driver-salesman of 
the mobile display unit. “We can 
show our products, make an esti- 
mate and deliver the materials all 
at one time.” 

The mobile display has even 
helped to sell combination doors. 
A busy filling station owner called 
recently, explained he couldn’t get 
to the yard during business hours, 
but would like to see some com- 
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bination doors. Two were loaded 
into the station wagon, carried to 
the filling station and sold on the 
spot. Storm sash is another prod- 
uct which the mobile display unit 
has helped sell. 

“Our mobile unit not only en- 
ables us to speed deliveries of 
small orders, but saves wear and 
tear on our big trucks,” says Lar- 
son. “We can send our station 
wagon out on small deliveries, thus 
saving the wear and tear on our 
big trucks. Of course, the smaller 
truck also cuts our delivery costs.” 

The operating costs of the sta- 
tion wagon (approximately 15¢ per 
mile) are considered reasonable 
when the utility of the truck and 


its advertising value as a “rolling 
billboard” are taken into consider- 
ation. Like the other Larson 
trucks, this one is rented from an 
agency. 

Still another advantage of the 
mobile unit is its flexibility. Be- 
cause of frequent deliveries in con- 
struction areas, the firm always 
knows exactly where its carpen- 
ters are at work and can pick one 
of them up, if necessary, for a rush 
job. 

Sometimes a cabinet maker is 
carried out to figure a potential 
job in response to a customer’s re- 
quest. This service adds up to more 
sales of materials for Larson. 

Women call out the mobile dis- 
play wagon most frequently. They 
have a repair or remodeling job in 
mind and want to see the materials 
available. 

The Larson mobile unit does not 
have built-in cabinets. Instead, it 
is used primarily to carry samples 
and for fast deliveries of small or- 
ders. 
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“Look, Pa she's eloping with that boy who knows 


EVERYTHING HINGES OW HAGER /“ 


FREE! i+ you enjoyed laughing at Tom Henderson's mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular “Everything 
Hinges on Hager" cartoons! It’s FREE! Just address 








Aisa 





C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on i00 Years of Experience Ae 
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Celotex National Advertising Sells for YOU—Here’s Proof! 


H. W. Field, Sales Manager, Dierks & Sons Lumber 
Company, Kansas City, Mo., writes—"“Recently we 
ran an ad in our local newspaper tying in with the 
Celotex national ad featuring House No. 25 in THE 
SATURDAY EVENING POST. Results were gratifying 

three jobs definitely sold the first day, plus over 
twenty other promising leads!” 


(To obtain more data on advertised products see page 


Now, how about you? Are you getting your share 
of the business that goes to alert building materials 
merchants who feature famous Celotex Building 
Products—and ¢ie im with Celotex’s powerful na- 
tional advertising program ? If not, now's the time 
to begin! Ask your Celotex representative for the 
full story. 
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515,000 on 300 units 


with Celotex Insulating Sheathing 





that eliminates need for corner bracing 


“We save the cost of corner bracing on our homes by using 
4 ft. wide, 25 32” thick Celotex Double-Waterproofed Insu- 


lating Sheathing. Its great structural strength enables us to 


meet F.H.A. requirements without corner bracing. Our cost 


figures show this saves us an average of $50.00 per unit, for 


a total saving of $15,000 on 300 homes so far built.” 


Charles Costanzo, President 
GARDEN CITY DEVELOPERS 


Top choice of more and more builders today is 
Celotex Insulating Sheathing. Reasons? Practical 
job advantages —\ike the one reported in Mr. 
Costanzo’s letter, and those described below! 
An independent survey shows architects, too, 
prefer Celotex Insulating Sheathing — 2 to 1 over 


Teaneck, New Jersey 


the next leading brand. 

So, to move more sheathing and pocket more 
profits — start now to stock, display and promote 
Celotex Double-Waterproofed Insulating Sheath- 
ing—more and more the choice of builders and 
architects in every part of the country! 


Only Celotex Insulating Sheathing gives you all these big selling features 


1. Insulates and Weatherproofs as it builds. All 
at one cost. No building paper needed. 


2. Laminated for Extra Strength and rigidity. All 
Celotex 7°42” Insulating Sheathing is made of 2 plies, 
permanently bonded. 


3. No Corner Bracing Needed to meet F.H.A. re- 
quirements, with 4 ft. wide, *%2” thick Celotex Insu- 
lating Sheathing. Has approximately 30% greater 
bracing strength than ordinary sheathing. 


4. Goes Up 30% Faster. Easier to cut and fit. Up to 


15% less waste. 


5. Permits Economical Shingle Application. New 
developments allow quick application of wood shingles 
or asbestos-cement siding direct to Celotex Insulating 
Sheathing. It can also be used in combination with 
Celotex Impregnated Backer Board. 

6. Double-Waterproofed. Inside, by integral treat- 
ment that coats every fibre; outside, by asphalt coating. 
Lets you resume work quicker after rain. High vapor 
permeability, too! 

7. It is the Only Sheathing made of tough, strong, 
long Louisiana cane fibres—and protected by the pat- 
ented Ferox® process from dry rot and termites. 
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waterproofed ! 


Feature the brand builders and 


architects prefer... 


REG U.S PAT OFF 


INSULATING SHEATHING 


THE CELOTEX CORPORATION, 120 S.LA SALLE STREET, CHICAGO 3, ILLINOIS 
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CELOTEX 


THE NEW 


GARAGE DOOR 
LINE 
has a style and size 
for every need 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 
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Your Financial Counselor 


By Fields and Fields 


This new feature is planned to help deal- 
ers solve their management problems. Be- 
cause improved financial control is so im- 
portant much of the emphasis will be on 
new accounting methods. Fields and Fields, 
Chicago certified public accountants, are 
consultants for this department. Dealers are 
urged to send us questions for answering in 
this department 


» Our annual volume is 
$350,000. We would like to 
know, for sake of comparison, 
the amount of inventory carried 
by companies with similar sales 
volumes. Also, what is your idea 
of the amount of net worth need- 
ed to operate efficiently? 


A, Surveys of lumber companies in- 
dicate that the better managed compan- 
ies in your volume group have an in- 
ventory turnover of about 5.5 to 1. 
Assuming that your company has an 
average gross profit rate of 25%, your 
cost of sales is about $262,500 (75% of 
$350,000), and your average inventory 
should be $47,750 ($262,500 divided by 
5.5) 

Our recent nation-wide survey indicat 
ed that companies with volumes of 
around $350,000 produced annual vol 
umes of 3.3 times the net worth. Using 
this as a yardstick, your company should 
have a net worth of about $106,000 
($350,000 divided by 3.3) 


Q. How should direct ship- 
ment carload sales be reflected 
in the statement of profit and 
loss? 


A. Direct carload shipments from the 
mill to the dealer's customer usually 
vield a small margin of profit (around 
15% gross profit.) Such sales are dis 
similar from the regular type of sales 
since no handling costs are involved and 
comparatively a small amount of admin- 
istrative expense is incurred, thus ex 
plaining the smaller profit margin 
We recommend that the sales, costs 
and salesmen’s commission in connection 
with such sales be segregated from other 
sales and costs, and the net amount be 


shown as a separate item of income after 
profit from regular operations is ob- 
tained. 

Our conclusion is based upon the fol- 
lowing factors: 

1. The various yard, selling and ad- 
ministrative expenses are often expressed 
as a percentage of sales for comparative 
purposes. It would be incorrect, there- 
fore, to include direct carload sales with 
regular sales, since all expenses other 
than salesmen’s commissions are not re 
lated to such sales. 

2. Because direct carload sales (a) 
bear a subnormal rate of gross profit 
and (b) because such sales are sporadic 
in occurrence, the inclusion of such sales 
and costs thereof, with other sales and 
costs, will distort the ratio of gross profit 
and will make comparisons of over-all 
gross profit rates between two years 
meaningless 


Q. What percentage of the 
sales-dollar should be spent on 
advertising? 


A. A survey of lumber companies 
conducted by Dun and Bradstreet for 
the year 1950 revealed that small lumber 
companies spent 0.5% of their sales-dol- 
lar for advertising while the medium 
and larger size companies spent 0.6% 
of their net sales for advertising. 

We ran a survey of lumber companies 
for the year 1952 and found that the 
smaller companies spent 0.6% of the 
sales-dollar for advertising, while the 
medium and larger size companies spent 
0.9% for advertising. 

We believe that the trend as indicated 
by these two surveys to spend more for 
advertising has been influenced by the 
desire of lumber operators to secure a 
greater portion of the more profitable 
consumer sales as opposed to contractor 
sales 

The well organized advertising pro 
gram will go far in capturing part of the 
home owner do-it-yourself market. Deal- 
ers who have discovered this fact are 
finding that the expenditure of between 
1.5% to 2.5% of the sales-dollar for ad- 
vertising is one of the keys to higher 
profits. 
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... Complete the Sale 





and Add fixture profits 


Your customer has improvement in mind 
whether he’s building or remodeling. He'll 
be eager to put this effort in its best light. 
Why be satisfied with half a sale... why lose 
fixture profits when Jnspiration-Lighting will 
make the complete sale for you. 

Here’s the hottest thing to hit lighting 
fixture merchandising since the invention of 
the light bulb. Sells lighting and lighting re- 
sults instead of simply selling fixtures alone. 





Inspiration-Lighting is added profit that costs 
you littlek— multiplies by many times the 
number of fixtures sold for every home. 

Inspiration-Lighting makes the home builder 
lighting-conscious before building, not after 
—makes it easy to sell better lighting and 
more MOE Lights. 





*, 
Aye Bt 
a LA ae 


4 ~ 
i) 


OM thew, Easy to sell, 

= m easy to stock—a 
*MOE Light Home 
Lighting Center 
display takes up 
little room, creates 
buying interest, 
shows customers 
that you have 
what they want! 
*See your MOE 
Light distributor 
for details. 


Ore . 
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HERE’S ALL YOU NEED TO DO... 


1. Get your free catalog from yous 


2 


3 


4. 


IF YOU ARE 
NOT ALREADY 
A MOE LIGHT 
DEALER,» RUSH 
THIS COUPON 
FOR FULL 
PARTICULARS: 


MOE Light Distributor. 


Check your inventory and re-order 
the MOE Light stock you need. 
Make sure that MOE Lights 

are on your display. 

Order mais for local advertising 
from your MOE Light distributor 


MOE LIGHT, Fort Atkinson, Wisconsin 
(Division of Thomas Industries Inc.) 


Bw 


‘= 


\ MOE Light pre-sells for you... 
Full-color, full page ads in lead- 
ing magazines that your cus- 
tomers look to for new ideas, 
new trends and styling in home 
decorating. 


at—}\ 
, \ 


MOE Light full-color catalog... 
A real heavyweight sales tool! More 
than a catalog, this book graphically 
presents the story of Inspiration-Lighting 
and what it can do for every home and 
every budget! And, what's more, it costs 
you nothing! 


MOE LIGHT, Fort Atkinson, Wisconsin 


Gentlemen 


Dept. AL-1153 


Please send me full details on how | may become a dealer for 


MOE Light fixtures and Inspiration-Lighting. 
[-] Send name of nearest MOE Light Distributor. 
[_] Have a salesman cull. 


NAME 


COMPANY NAME 


CITY > | eee 


PLANTS AT FORT ATKINSON AND SHEBOYGAN, WISCONSIN; PRINCETON, KENTUCKY AND LOS ANGELES, CALIFORNIA 


Buritpinc Propucrs MERCHANDISER 


(To obtain more data on advertised products see page 79) 


47 





% gypsum boord 


‘a untempered hardboord 


BACK PANELS are made by 
cementing 4’x8’ sheets of \%” 
untempered hardboard and 
4%” gypsum board together. 


Divider (or end) 1 
OTS, > “aren 


—<———S— 


PS Fixed shelf 





BOX - TYPE reinforcing is 
achieved by nailing back pan- 
els, divider panels and fixed 
shelves together. 











STUD WALLS are still needed 
when interior walls support a 
door frame. Thin-wall parti- 
tions can adjoin such stud 
walls. 


Studless Panels Reduce Closet Costs 


Research financed by the Lumber Dealers Research 
Council develops new closet partitions that save space, 


material and labor. 


Conventional closets enclosed by 
stud walls will soon be obsolete 
according to the University of Il- 
linois Small Homes Council, after 
completing an exhaustive study on 
closets sponsored by the Lumber 
Dealers Research Council. The 
Council has developed a new stor- 
age partitition made from _ stock 
building materials that uses the 
floor, ceiling and exterior walls of 
a house. Space, material and labor 
is saved using the thin-wall stud- 
less panels. 

A box-type framework is utilized 
to give added stiffness to the thin- 
wall panels. The fixed shelf, the 
back panel and the divider panel 
are designed to support one an- 
other and when nailed to the house 
become a part of it. 

Back panel. The studless back 








panel is made of four foot wide 
sheets of °.” gypsum board bonded 
with linoleum paste to 14” untem- 
pered hardboard. The resulting 1” 
panel, when properly supported, 
resists impact better than a con- 
ventional stud and plaster wall 5” 
thick. It costs several cents less 
per foot than a stud finished with 
34” gypsum board. 

Divider or end panel. Closets are 
separated into compartments by 
divider panels made of 34” boards 
(not wider than 6”) glued at the 
edge to form a panel. Plywood 
with a glued-up lumber core, and 
framed panels with 14” hardboard 
and a %,” or 114” frame may also 
be used. 

Fixed shelf. A fixed shelf made 
from 34” boards gives added stiff- 
ness to the box-type framing rec- 






































SLIDING DOORS give full-front closet opening in this 
improved storage design. Hinged doors can also be used 
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type to install. 


ommended for the storage unit. It 
is fastened to both the back panel 
and the divider (or end) panels. 

Adjustable shelves and trays. 
Many storage units require adjust- 
able shelves in addition to the fixed 
shelf. Such shelves can be support- 
ed by pilaster shelf standards con- 
sisting of metal strips fastened to 
the wall. These standards have a 
series of slots, 42” on center, and 
are designed to hold removable 
metal shelf supports. 


Limitations Listed 


These new studless panels build 
closets that are especially suitable 
in houses using roof trusses or 
other open-room techniques which 
relieve interior partitions from 
carrying roof weight. 

Circular Available 

Single copies of “Storage Parti- 
tions” discussing these new panels 
are available free from the Small 
Homes Council, Mumford House, Uni- 
versity of Illinois, Urbana, IIl., until 


Nov. 15 after which the circular will 
be 10¢. 












































FOLDING DOORS permit almost the entire width of the 
closet to be accessible at one time. They are the easiest 
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Drive-in Theatre, Cedar Rapids, lowa. Upper structure sided with “Century” APAC asbestos- 
cement sheets, Ys"’ thick. Theatre owned by Tri-States Theatre Corp., Des Moines, lowa. 


A real showplace, thanks to 


| 


@\ 7X 


asbestos-cement 
sheets 


This modern, attractive drive-in theatre 
owes much of its inviting appearance to 
“Century” APAC sheets! 


Year after year, this material will protect the 
structure it covers, needing practically no 
maintenance to keep it attractive, and never 
requiring protective paint. That’s service! 


These 4 x 8 foot sheets are made of two 
almost indestructible materials—asbestos fiber 
and portland cement. That means they are 
permanently fire- and weather-resistant, and 
proof against insects and rodeats. 


Add to these features the facts that “Century” 
APAC is low in cost and goes in place 
quickly and easily and you see why it is such 
a popular building material—for both inside 
and outside uses! 


This profitable, versatile building material 
will appeal to your customers, too! You can 
confidently recommend it for siding almost 
any structure from a chicken house to a 
factory. Ask your K&M distributor to give you 
detailed information or write directly to us. 


Nature made Asbestos . 
Keasbey & Mattison has made it serve ¢ 
mankind since 1873 


KEASBEY & MATTISON 
COMPANY e AMBLER e PENNSYLVANIA 
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WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers - Manufacturers 


_ 


TILE CUTTERS, 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


MODEL WFT- 2 


cuts wood and 


resilient floor tile 
| 9” x 9 sq. or diag. © 12” x 12” sq. 


MODEL MPT-1 


cuts and 
bevels 
metal 
wall tile 


up to 5° x 5° sq. 
and diag. 


MODEL FT-1 





PAT. No, 


cuts all 2641845 
resilient floor tile 


9” x 9" sq. and diag. 
12° x 12” sq. 
MODEL PT-91 
cuts 
plastic 
wall 
tile 
including 8%" 


BLADE RESHARPENING SERVICE 


DEALER RENTAL 
PROGRAM AVAILABLE 


GRD 


224 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 
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Courtesy Old American News 


SIXTY-EIGHT YEARS AGO this is how the Schoppenhorst Lumber Co., Hig- 


ginsville, Mo. looked. 
their modern store in 
December 14, 1953. 


American 


For an interesting comparison, look for a picture of 
Lumberman’s big 80th anniversary issue, 


Have You Entered American Lumberman’s 
Old-Time Picture Contest? 


Have you entered American 
Lumberman’s old-time picture con- 
test? Just select a picture of your 
store (interior or exterior) or yard 
or delivery equipment taken many 
years ago. 

These old-time pictures will be 
a special feature of our big 80th 
anniversary issue on December 
14. Don’t miss these human in- 
terest stories and pictures of the 
early days. 

Meantime, enter your best old- 
time pictures in our contest. 


The rules are simple: 
The picture should be clear 
enough for magazine repro- 
duction. 
It should show either the ex- 
terior of your yard or store: 
or an interior scene of your 
office and personnel at work; 
or some phase of your oper- 
ation (decorated lumber cart 
in July 4th parade, for ex- 
ample). 
Posed pictures of employes 
are not solicited. 
Write your name and ad- 
dress clearly on the back of 


Ue mber Z. 195 iB 


the picture and forward to 
American Lumberman, 139 
North Clark Street, Chicago 
2, Ill. Each picture will be 
returned. Pictures must be 
received by Monday, Nov. 23. 


On a separate sheet of paper. 
write a brief description of 
the scene illustrated; state 
approximate year picture 
was taken; also any brief 
highlights of the yard’s op- 
eration — deliveries, buying, 
bookkeeping, customer rela- 
tions, etc. which interest 
you. 


If your store today has a 
modern exterior, send that 
picture along, too. However, 
only old-time pictures will be 
judged. 


The most interesting old-time 
pictures received will be published 
in our 80th anniversary issue. Cash 
prizes of $10, $5 and $3 will be 
awarded to dealers sending in the 
most interesting pictures. Ameri- 
can Lumberman editors are the 
judges. Why not take a look 
through your scrapbook today? 
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NOW... Custom-Built Steel Kitchens 
At Mass Production Prices! 


Youngstown Kitchens announces new 


‘Diana ENSEMBLE SINKS! 


New 24” Diana ensemble sink fea- 
tured here. Also Jet-Tower Dish- 
washer, cutlery base cabinet, rotary 
corner wall and base cabinets, break- 
fast bar. other units 


NEW Diana ensemble sinks, 5 models 36-inch twin-bow], 
42-inch twin-bowl, 42-inch single-bow] (drainboard right or 
left), 24-inch. Streamline design contributes grac eful lines that 
flow unbroken through adjoining base cabinets in stainless 
steel back-splash and trim. New planning flexibility. One- 
piece, acid-resisting porcelain-enameled steel tops 


You can now custom-build smallest to — a 
largest steel kitchens to individual choice! feature in this Leshape kitchen 


New cutlery base cabinet is on the 
This entirely new concept in kitchen sinks makes right. New quarter-round wall cabi- 
it possible for the homes you build to have cus- net is shown on the left 
tomized kitchens at the low cost of mass-produced 
steel kitchens. 

New Diana ensemble sinks let you plan a sink 
instead of choosing it .. . with a countless variety 
of sink possibilities to fit any kitchen, large or 
small. 


*Reg U.S. Pat. Off 


Diana-style Youngstown Kitchens offer new 
built-in beauty, new convenience. And Youngs- 
town Kitehens Jet-Tower* Dishwasher and Food 
Waste Disposer make your homes modern today, 
modern to stay. 

Get the complete story of this latest history- 
making, sales-breaking kitchen advance from 
your distributor, today! Or write: Builder Sales 


Storage space galore, work surfaces 
aplenty. New 42” Diana ensemble 
sink flanked on left by cutlery base 
cabinet, on right by tray cabinet 
with base cabinet 


imei itl 
Boliyy 


To plan this beauty, start with the 
36” Diana ensemble sink, add 27” 
Jet-Tower Dishwasher, broom (or 
linen) cabinet, tray cabinet, 4-drawer 
base cabinet. Note quarter-round 
wall cabinet 


Department, Mullins Manufacturing Corpora- MULLINS MANUFACTURING CORPORATION WARREN, OHIO 
tion, Dept. AL-1153, Warren, Ohio. World's Largest Makers of Steel Kitchens 


Buitpinc Propucts MERcHANDISER (To obtain more data on advertised products see page 79) 51 








No. 19 of a Series 


Advertise Items With “Gift Appeal” 


Lumber dealers have many opportunities to attract 
Christmas shoppers. Hand and power tools are ideal 
gift items. Ads headlined “Gifts for the Home” and 
“Gifts All the Family Will Enjoy” might include such 
projects as a recreation room, attic remodeling, in- 
sulation, an added room, a garage and other improve- 
ments. 

Housewives want their homes spic and span for 
holiday entertaining. That suggests interior paint as 
a timely item for promotion. Builders’ hardware can 
be sold on a “Dress up your home for Christmas” 
appeal. 

The Christmas theme should not be restricted to 
ads alone. Follow through with exterior and interior 
decoration, attractive window and store displays. 

Remember that the gift shopper is anxious to spend 
his money, has a deadline to meet, wants to be con- 
vinced that he’s making a good choice. It takes more 
than a price tag to attract buyers. Use gift wrappings 
and attractive show-cards that point out the features 
of the merchandise, and its appropriateness as a gift. 

The ADservice series of mat pages (22 in all) pro- 
vides you with enough mats to make up hundreds of 
ads—any size, for any season. They can be used over 
and over again in various arrangements. Original 
art and plates for the series represents an investment 
of thousands of dollars. You get the entire service 
(250 mats plus layout and copy suggestions) for only 
$86.90 — the best advertising investment you'll ever 
make! 

Write American Lumberman today for free proofs 
of the first 19 mat pages. 





Please send the following ADservice mots: 


AMERICAN LUMBERMAN 
139 N. Clark S$t., Chicago 2, Ill. 


[] Page No. 19. | enclose $3.95. 
[] Pages | thru 12. | enclose $47.40. 
[} Pages 13 thru 22. | enclose $39.50. 


COMPANY. 


ZONE.... STATE... 
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SUGGESTED 
LAYOUTS 


showing how AD- 
service mats are 
adaptable to any 
size ad. 
FOR HOME 





This 3-col. layout 
uses mats from AD- 
service Pages no. 
18 and 19. 











( ) 
POWER TOOLS 
—— 


=00 
seemeiepreeeeten: 

















2-col. layout below 
includes’ kitchen 
cabinet mat from 
ADservice Page no. 
10. 


YOUR NAME 


COPY “A” 

This is a year for practical 
giving ... gifts that bring your 
family pleasure every day of 
the season ... gifts that are as 
useful and valuable years from 
now as on the day you proudly 
give them! 

Bring your shopping list to 
(give name). See our special 
displays of quality gifts--hand 
tools, power tools, unpainted 
furniture, work benches, (name 
others). 

















Small 2-col. layout 


IS SANTA BRINGING 


ATRAIN sanvouesor? 


Ba -i. 


ww , oa 
Fin 
> 


00 
es 


YOUR NAME 
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ADservice MAT PAGE 


This page of mats is 
specially designed for 
your Christmas sea- 
son ads. 

Available to lumber 
dealers only at low 
price of $3.95 for the 
entire page of mats. 


Wee 
Se 


Ss 








Headline Illustration for 3-col. or larger ad 


= 


Cif FOR HOME <del FAMILy 
SOA A ‘ad? 


“te o_o, 





MAT NO. 214 ~ 
Plywood for Train Base MAT NO. 215 








Ping Pong Table MAT NO. 219 


NEXT ISSUE ADservice No. 
20 will include mats of work 
bench, flush doors, and a feature 
Christmas drawing. 








MAT NO. 218 
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For the open plan... 
windows that open 


COMPLETE WOOD WINDOW UNITS 





es 


Lovely view through Andersen Gliding Windows—N, Holger Mortensson, architect 
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WHEN WALLS DISAPPEAR, even 
small houses seem to grow larger. En- 
closed space becomes more usable. Houses 


attract buyers faster. 


<ndersen 


BAYPORT, MINNESOA 
WINDOW SPECIALISTS FOR 50 YEARS 


*TRADEMARK OF ANDERSEN CORPORATION 


This home shows the way to make cer- 
tain that an open plan assures comfortable 
living. Keep plenty of ventilation in the 
picture with Andersen WINDOWALLS. An- 
dersen complete wood window units fulfill 
all the demands made of a window—in- 
cluding the demand for lots of fresh air 
when the owner wants it—the demand to 
provide the protection of weathertight, 
transparent walls. How about Andersen 
WINDOWALLS for your customers? 


For information see your WINDOWALL distribu- 
tor or write Andersen Corporation. 


Btw our .. 

| WASTALL ATION MACHINE 
Be ood 

° i a wh. om 


a. 
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Lotte 33 Sq, sper 


“Bo tr Yoursas” 


MONEY-SAVING ANGLE is stressed 


WESULATE Your OWN HoME WITH ... 


Guerage ert teem 
tame house 
At walls and tuling 
4 jet Only PP nu month 
HO DOWN PAYMENT 


Qnsub-tex a> per sack 


beth 


both Kansas yards in starting the 


blow-your-own insulation program. Here D. C, Larson, Salina, holds a placard 


which advertises the rental equipment. 


This yard rents the blower at $5 a 


day or $1 per hour and quotes $5 per month on a complete insulation job 


of a five-room house. 


Rental Equipment Enables 
Homeowner to 
"Blow-His-Own" Insulation 


Kansas dealers tell how they increase insulation 
sales by renting newly-developed equipment. 


A new piece of rental equipment 
which is helping boost insulation 
sales allows homeowners, aided by 
a special machine, to blow insula- 
tion into the sidewalls and attic of 
their homes. 

“Save over half’ is the induce- 
ment to these “blow-your-own”’ in- 
sulation customers. 

Two Kansas dealers: are among 
the first to offer this equipment to 
their customers. (See Manufac- 
turers, page 76, May 4th issue of 
American Lumberman for details 
of this equipment.) 

“I believe our rental of blow-it- 
yourself insulation equipment can 
be developed into a profitable side- 
line,” declared D. C. Larson, co- 
owner of the Larson Lumber Co., 
Salina, Kan. 

The Larson yard charges $5 per 
day or $3 per half day or $1 per 
hour for the rental of the blowing 
machine. It uses newspaper dis- 
play and classified ads, also radio 
spots to plug the equipment. 

One of Larson’s customers for 
the rental equipment is a Salina 
builder, who uses the blower three 
or four hours every day to insulate 
houses which have reached that 
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construction stage. Of course he 
buys his insulation from Larson’s, 
too. 


Here is a sample radio commer- 
cial used by Larson: 

Any insulation man will tell 
you that blown insulation is 
the best for your home. Only 
blown insulation gets to every 
joint, assuring you that your 
home is completely protected 
from heat, cold and moisture. 


You know blown insulation 
is more expensive because of the 
high cost of labor. Well — now 
— for the first time ... you can 
save the labor cost by blowing 
your own insulation. Yes, the 
Larson Lumber Co. furnishes a 
new, patented. insulation blow- 
ing machine that you can use. 


All you do is buy (brand name) 
insulation, put it in the machine 
and in a few short hours you can 
have your home insulated the 
professional way .. . at less 
than half the cost. Investigate 
this do-it-yourself plan. Stop in 
at the Larson Lumber Co. to- 
morrow. You'll be surprised how 
much you can save! 


The Heck Lumber Co. in Topeka 
(continued on page 58) 


BLOWING MACHINE and _ “rental 
equipment are displayed at the front 
entrance of the Larson Lumber Co., 
Salina, Kan., when not in service 
Local builder is currently renting the 
machine several hours a day. 


kee Re 

ea, Me “ 
THE AVERAGE HOUSE ordinarily 
costs $325 to insulate (sidewalls and 
attic). This cost can be cut almost 
in half with the blow-your-own in- 
sulation equipment. 


RENTAL EQUIPMENT is demonstra- 
ted for a customer by W. F. Ferrin 
at the Heck Lumber Co., Topeka... 
It is light enough to be carried to 
a landing from which the _ 60-foot 
hose attachment will reach most at- 
tic space. 
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on te job cals fot ft in hofing 


Johns-Manville 


ASBESTOS SHINGLES 


The J-M American Colonial Shingle gives you a 
permanent type of roof, economically priced, 
that will add character and distinction to any home ! 


HESE Johns-Manville Asbestos 

Shingles have the same rich 
graining as weathered wood shin- 
gles,cast the same interesting shadow 
line. You have a choice of beautiful 
colors and blends. 


Made of asbestos and cement 
they are as permanent asstone. They 
give lasting protection against fire, 
and weather. 


JOHNS MANVILLE 


PRODUCT 





In most areas the applied cost of an 
American Colonial roof is lower than 
any other permanent type roof 
the homeowner can buy. 


r ’ ry 


For full details and a free brochure 
showing the full color range of 
American Colonial Shingles write 
Johns-Manville, Box 60, New York 
16, New York. 


| Johns-Manville 
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Each vhingle {s designed as a 
rigif asbestos-cement strip— 
covers as much area as or- 
dinary strip shingles 








The shingles are self-aligning 
on the roof. This saves time— 
speeds application. Large size 
means fewer pieces to handle. 
Only 4 nails to each unit. 
Nail holes are pre-punched 














The finished roof has the 
pleasing horizontal shadow 
lines and deep-grained texture 
desired by so many home- 
owners. Matching shingles 
furnished for hips and ridges 
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RENTAL EQUIPMENT 


(begins on page 56) 


also uses newspaper advertising to 
stimulate its rental equipment busi- 
ness. Here is copy from one of 
their sample ads: 


Do-it-yourself ... blow your 
own... now YOU can INSU- 
LATE your home and SAVE 
50%. 

The amazing, low-cost way to 
insulate your home. We can sup- 
ply you with all the insulation 
and equipment necessary to com- 
pletely insulate your home. No 
outside labor needed, Anyone can 


operate this blowing machine. 
You can easily insulate floored 
attics ... side walls... open at- 
tics. We give you the complete, 
easy-to-use and understandable 
instructions . . . large illustra- 
tions show you how to insulate 
your home quickly. 

W. F. Ferrin, manager of the 
Heck yard, says homeowners like 
to use this equipment. 

“We tell each insulation pros- 
pect that with one sack ($1.95), 
he will have enough to cover 40 
feet in the average attic. You can 
figure about 30 feet per bag for a 
sidewall job.” 

The average cost of insulating 
the sidewalls and attic of a house 





Southern PINE 
and HARDWOODS 


URBANA, ARK. 





PHONE L.8.16 TWX 461 


MILLS AT: SPRINGHILL, LA. 





re nexes URBANA, ARK. 


— CALION, ARK. — URBANA, ARK. 


a 
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(26x36) is about $325. But with 
the blow-your-own insulation plan, 
this cost can be cut almost in half. 

Both dealers are using a wide 
variety of manufacturers’ sales 
aids to promote this rental equip- 
ment—newspaper ad mats, window 
streamers, decals and counter lit- 
erature. An instruction manual 
tells how to figure the amount of 
insulation required for the job. 

The machine, which plugs into a 
110-volt circuit, is equipped with 
60 feet of hose. 

Dealers believe this rental equip- 
ment is another good sales tool to 
use in their fight against applica- 
tors. 


Pointers 





m OR KIDS From Sou tw Seay 
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Whittlin’ Wood Box 
Cuts Sales Resistance 
Smile. 


That’s what customers do when 
they see this “free whittlin’ wood’”’ 
display just inside the showroom 
door of the Rock Island Lumber 
Co., Cleveland. 


Bob Hill, sales manager, says, 
“Smiles crease the face of even the 
crustiest customers when they see 
our wood box and sign. And—when 
a customer is smiling—more often 
than not his sales resistance is 
many degrees lower. We think this 
simple, little display is better than 
having an official greeter at our 
door.” 


The little wood box, mounted on 
casters for mobility, is always filled 
with clean pieces of shorts of lum- 
ber and molding. 


“It practically keeps one man 
busy to keep the wood box filled 
on a Saturday,” says Hill. “Al- 
though kids cart the stuff out by 
the armload—the 60-year-old kids 
get their share too.” 

On the other side of the show- 
room entrance is a picnic table 
equipped with a liberal assortment 
of comic books. 

“T’ve seen as many as 20 kids 
sitting at the comic-book table or 
playing in the wood box while their 
parents shop peacefully,” says Hill. 

Hill said the Cleveland store ac- 
quired the wood-box idea from the 
firm’s branch Rock Island (TIl.) 
Lumber Co. store. 
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Recently, at the National Hardware 
Show, we made an announcement that 
caused quite a stir. At a time when 
prices of merchandise generally were 
moving upward, Portable Electric 
Tools, Inc., made news with substantial 
price reductions. These reductions 
range up to 16% on 10 basic home work- 
shop tools. Recent expansion of our 
production facilities has made these 
price cuts possible. 


Major items affected by the new 
policy are the 64” electric saw, reduced 
from $47.50 to $39.95, the 4” drill with 
geared chuck, from $39.00 to $36.95, 
and our electric polisher, from $25.00 
to $22.95. 


Nearly all the items reduced in price 
are major components in PET portable 
drill kits, meaning that kit prices will 
also be reduced. 


Recent expansion has enabled us to 


cut prices! 


mechanize production processes. This 
has resulted in cost savings which can 
be passed on to the consumer. For 
example, automatic armature winding 
equipment costing more than $100,000 
has greatly speeded up the production 
of electric motors. 


Portable Electric Tools, Inc., now 
occupies more than 100,000 square feet 


of floor space. Seven years ago, at our 
company’s inception, we had 3,400 
square feet of space in which we manu- 
factured but a single product. 


Expansion has proved beneficial. Our 
sales in the fiscal year ended June 30, 
1953, totaled $12,110,275, a gain of 19% 
over 1952. Today, PET is the nation’s 
third largest producer of portable elec- 
tric tools. 


By this latest reduction in prices we 


will offer our retailers and the public 
even greater values than ever before. 


Portable Electric Tools, Inc. 


John L. Baker 
Executive Vice-President 
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Backed by 12 years 
development and use 


ad 


TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 
ties—one as sidewall sheathing 
—one as underlayment for as- 
phalt and rubber tile, linole- 

um, wall to wall carpeting. 


High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 
bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 
wood make it the 
answer to stronger, 

more economical 
construction. 


Southern Plaswood Corporation 
Hope, Arkansas 


Send this coupon today. 
Southern Plaswood Corporation 
Post Office Box 123 

Hope, Arkansas 

Please send me the facts about Plaswood 


and the name of your nearest jobber or 
deoler 


| om 
0 Home Owner O Contractor 


© Material Decler © Architect 


Address 
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PERFORATED WALLBOARD EXHIBIT drew attention to the Owens-Park 
Lumber Co. booth. ‘‘Wood works for Dad, Mom and the little people, too,’ 


says the cutout letters. Pictures show 


variety of do-it-yourself projects. 


Dealers Enter Do-It-Yourself Show 


Los Angeles exposition provides good sales leads 


for two aggressive retailers. 


Capitalizing on the Los Ange- 
les do-it-yourself show, the Nei- 
man-Reed Lumber Co., Van Nuys, 
and the Owen-Parks Lumber Co., 
Los Angeles, manned booths which 
produced many active leads and 
several immediate sales 

Offering to mail registrants in 
their area a home magazine, Nei- 
mann-Reed picked up 1,500 names 
and addresses — about half of 
which were active leads in their 
territory. To make the sales task 
simpler for the firm, the people 
who registered also listed their cur- 
rent or future needs of building 
materials in spaces provided on 
mimeographed cards (see illustra- 
tion). 


The firm’s display booth was 
aimed directly at the do-it-your- 
self trade with emphasis on wall 
paneling, patio roofs, fences and 
paint products. An expert instruc- 
tor was on hand to explain the 
build-it-yourself-and-save methods. 

Eye-catcher in the Owen-Parks 
Lumber Company’s display was an 
exhibit of perforated wallboard 
panels. The exhibit showed how the 
panels could be used on the wall 
of a room for mounting rows of 
pictures with a modern, decorat- 
tive effect. 

Owen-Parks also featured a va- 
riety of panels—including several 
of the latest types of plywood. 





NAME 


John Joues 





1,500 OF THESE —s 


ADDRESS 


is27_€Lm ST 





Les Avyetes , CALF 





prospect cards 
were filled out 
and returned to 
booth during the 
Neiman - Reed 
show. 


I want to 
House 


Garage 
X Patio Roof 
Wall Panelirg 
— 
Other 


House Remodeling 
Room Addition 


Build it myself - and Save" on a: 
Fence Cabinets 
Screens 


Electric 


Gate 
Garden Furniture 
Planter Furniture 
fumes, 

Painting 


x Insulatiam 


Sprinkler 
Systems 




















Check Your Insurance Coverage 


How good is your insurance cover- 
age? Are you covered for lesser as 
well as major catastrophies? One 
way to be sure is to check your cov- 
erage against a list recently printed 
in American Lumberman. 

This list, especially applicable -to 
the retail building materials dealer, 


has been prepared by the insurance 
advisers te the Middle Atlantic Lum- 
bermen’s Association. 

A reprint of this article, which 
originally appeared in American 
Lumberman, may be secured without 
charge by writing American Lumber- 
man, 139 North Clark Street, Chicago 
2, Til. 
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“x ANNOUNCING NEW -+ 


DODGE TRUCK. 


Brilliant new design opens new era in trucking! 


3x Compare their new comfort! 7X Test their new handling ease! 
K See their new low work-saving design! 


Se ee 





2 GREAT ENGINE LINE-UPS! In addition to cost-cutting 6’s, 
Dodge now offers the most powerful V-8 engines of all leading 
trucks! Available in 1%-, 2-, and 2!4-ton models . . . standard 
in 234-, 3-, 3'4-ton! Revolutionary hemispherical combustion 
chamber for high efficiency! Get free book on engine efficiency 
and its importance to you at your Dodge dealer’s! 

OVER 75 NEW FEATURES! Spectacular low-built lines! New 
increases in G.C.W.! New cab sealing against dust, drafts! 
Nonskid running boards! 

PLUS famous Dodge features like . . . completely rustproofed 
sheet metal . . . moistureproof ignition! Truck-o-matic trans- 
mission with g¥rol Fluid Drive, available! 


Ps 


New! Even greater values ... yet still priced with the lowest! 





PEE ic, Ae il A. 1 


New! Sharper Turning! New steering sys- 


tem for the shortest turning of all leading 
trucks! New shorter conventional tractors! 
New, one-piece windshield! More total 
vision area than any other popular make! 


New! Smarter Styling! New colors! New 


flow-line design, featuring integral fenders, 
sparkling chrome! New two-tone interior 
styling! New wider doors! New easy-chair 
seats! New instrument panel. 


New! Lower Lines! Pick-up and panel 
floors knee-high for loading ease! Lower 
running board for easier entry! Lower hood 
for greater visibility! New, low center of 
gravity for road-hugging stability! 


SEE YOUR FRIENDLY DODGE DEALER! 


Burtpinc Propuctrs MERCHANDISER 


(To obtain more data on advertised products see page 79) 
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THE DEERING LUMBER CO., Deering, Mo., set up this attractive exhibit at 
the Kennett Fall Festival in Kennett, Mo., last month. E. P. Crowe, manager 
of the Deering lumber yard, is pictured showing the kitchen to three local 


housewives who attended the neighboring fair. 


The Kennett Lumber Co., 


Kennett, also had an exhibit at the festival. The displays were made available 


to both lumber yards by Central Woodwork, Inc., 


Byrne Heads Detroit Club 

James J. Byrne, sales manager 
of Midwest Plywood Co., Detroit, 
was elected 
president of the 
Detroit Hoo- 
Hoo club. Other 
officers chosen 
at the annual 
dinner recently 
are Francis Sul- 
livan, Detroit 
Lumbermen’s 
Assn., vice-pres- 
ident; George 
Lowrie, Grace Harbor Lumber Co., 
secretary, and Louis A. Harris, 
General Wood Products, treasurer. 

The nine-man board includes 
these Detroit dealers: B. A. Chap- 
low, Harry Smith, William Dean 
Robinson, Jr., Ted Eriksen, Bud 
Hamlin, Clarence Kimball, Paul 
Hodges, Dan Ford and Richard 
McGrath, Jr., the immediate past 
president. 

Ray Leitch, Jr., was the first 
Michigan man named to the na- 
tional board of directors at the re- 
cent Minneapolis national Hoo-Hoo 
convention, 


Byrne 


Gov. Dewey Honors Yard 

The Chapman Lumber Co., Syr- 
acuse, N.Y., was paid special honor 
at the recent 125th anniversary of 
the Syracuse Post-Standard. The 
yard has been active in business 
for more than 100 years. 

Gov. Thomas E. Dewey of New 
York presented a silver bowl and 
citation to John Chapman, head of 
the lumber company, 
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Memphis. 


LUMBERMAN’S 
LOG 


G. B. Gleason, manager of the J. F. 
Anderson Lumber Co., Preston, 
Minn., retired after more than 26 
years; he was succeeded by Joe Flynn 
of Pine Island. William W. Eastling, 
A. H. Strum and Robert D. Trandem 
have opened the Owatonna (Minn.) 
Lumber Co... . The Martin Lumber 
Co. has bought out the Lyon-Gray 
Lumber Co. in Commerce, Tex., ac- 
cording to manager J. O. Blanton ... 
The lumbermen of Lexington, Neb.— 
J. M. Neff Sons Co., Sheldon & Shel- 
don, and the Howell Lumber Co. 
sponsored a Paul Bunyan float in the 
annual Plum Creek Day. B. Clarence 
Neff spearheaded the idea. . . . Char- 
les F. Houston and Charles W. Bran- 
non retired after many years of serv- 
ice with C. G. Sonnemann & Sons, 
Vandalia, Ill. Houston was active in 
association work. 


L. A. LaGue, Badger Lumber Co., 
Kansas City, is pictured at the right 
on his last day in his office as man- 
ager of the Min- . 
nesota Ave. yard 
in Kansas City, | 
Kan. He left on 
Oct. 1 to work 
in the company’s 
main Westpert 
yard for a month - 
until Badger’s ae e 
brand, spanking edamame 
new Overland Park, Kan. yard was 
ready for its grand opening Oct. 30 
or 31. LaGue vowed he'd never man- 
age a yard but agreed to go to 
K.C.K. for Badger during the war. 
He liked it so well he stayed for about 


12 years, and really earned his pro- 
motion to manager of the new Over- 
land Park yard. Virgil Stitt succeed- 
ed him as manager in Kansas City, 
Kan. Stitt grew up with the com- 
pany and managed Badger’s yard in 
the Armourdale district until it was 
washed away in the great flood of 
1951. He worked at both K.C.K. and 
Westport yards following the flood. 
Badger’s believes in promoting from 
the ranks. 

Green Bros. Lumber, Ashville, N.Y., 
took a full-page ad in the paper to 
mark its 55th anniversary. The ad 
carried photos of yard executives and 
personnel, and expressions of grati- 
tude to customers. The yard today 
has 59 employes and a fleet of 15 
trucks. Samuel J. Green started the 
business 101 years ago. On his death, 
it was inherited by his sons, William 
and George, who formed Green Bros. 
William died in 1945 and George 
Green’s sons, Erroll and Everton, ac- 
quired the interest and are the Green 
Bros. of today ... Edgar J. Clark, 
former manager of the L. A. Thise 
Lumber Co., Lafayette, Ind., resigned 
to accept a position with Gate City 
Sash & Door Co., Fort Lauderdale, 
Fla. . . . Matthew Hall, pioneer St. 
Cloud, Minn., lumberman, has cele- 
brated his 90th birthday. He opened 
his “yard” 64 years ago with five 
carloads of lumber piled on two lots. 
Today it occupies a city block and 
four of his sons are with him in the 
business. Mr. Hall is still at his office 
daily despite his age. 


OBITUARIES 


CHARLES C. ADAMS, 65, died of 
a heart attack recently at his Red- 
lands, Calif., home. He owned the 
Chas. C. Adams Lumber Co., San 
Bernardino, Calif., and was in the re- 
tail hiamber business in Oklahoma for 
many years before moving to Cali- 
fornia. Survivors include Herbert C 
Adams, Oklahoma City, a brother, 
who has Herbert C. Adams & Co., 
wholesale lumber firm. 

DAVID E. GIBSON II was killed 
in an automobile accident near Mont- 
rose, Colo., recently. From one of 
the oldest and best known lumber 
families in the area, Gibson recently 
had been connected with the Gibson 
Lumber Co., Albuquerque, N.M., of 
which his son, David E. Gibson III, 
is general manager. 

WALTER J. O’BARA, 35, president 
of the Bailey Lumber Co., Buffalo, 
died Oct. 1. He founded the lumber 
firm six years ago and was a member 
of Hoo-Hoo and the Buffalo Lumber- 
men’s Exchange. 

JAMES G. SCOTT, 81, former own- 
er of the Scott Lumber Co., Albany, 
N.Y., now known as Welch & Gray, 
died at his home there recently. 


FRED McCORMICK, who was 
president of the Kentucky Retail 
Lumber Dealers Assn. in 1919. 

NICHOLAS L. SMITH, 52, who 
operated the L. Smith Lumber Co. at 
Dunkirk, N. Y., for 20 years, 

HAROLD E. SHEPARD, 65, form- 
er treasurer of the New Britain 
(Conn.) Lumber Co. before joining 
Metropolitan Life Insurance Co. in 
1933, died from a heart attack on a 
commuter train in Mount Vernon, 
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Sucwasing the supply of- 


WIDE LUMBER ITEMS 





a 


WITH 


WEYERHAEUSER 4-SQUARE 


Glued-up LUMBER 


When the quantity of lumber items that are chron- 
ically in short supply is increased, that’s welcome 
news for the retail lumber dealers . . . because the 
increased supply offers the opportunity for greater 
volume and profit. 

Weyerhaeuser 4-Square Glued-Up Lumber is in- 
creasing the supply of wide lumber items. Edge-glued 
lumber is helping dealers who stock it to meet the 
needs of their market for more wide lumber. 

Weyerhaeuser supplies two types of edge-glued 
lumber, one an exterior type, and the other an 
interior type. 

Exterior type edge-glued lumber is a general purpose 
lumber. It may be used as exposure lumber, or for 
interior application. It is designed to be equal to, and 
interchangeable with, regular stock in species, grades, 
patterns and uses. it is available in bungalow siding, 
finish, stepping, selects and in wide items. 


Exterior Type: BUNGALOW SIDING 
of Western Red Cedar: SELECTS of 
Idaho White Pine, Engelmann Spruce 
and Inland Red Cedar: FINISH, 
STEPPING and WIDE CLEARS of 
Douglas Fir and West Coast Hemlock. 


Interior Type: WIDE GLUED-UP LUMBER 
of Idaho White Pine, Engelmann Spruce, 
Inlend Red Cedar, Idcho White 

Fir, Larch and/or Douglas Fir: 
INDUSTRIAL CLEARS of Douglas 

Fir and West Coast Hemlock. > 








ButLpInc Propucts MERCHANDISER 


Interior type edge-glued lumber is designed for 
interior construction purposes, industrial uses, and 
any application where water-proofness is not a use 
factor. It equals or excells regular lumber in the above 
interior uses. The light color of the glue line makes 
interior type edge-glued ideal for natural interior 
finishes. Industrial clears and other grades of wide 
interior type edge-glued lumber are available in a 
variety of widths up to 30”. 

More and more dealers are ordering Weyerhaeuser 
4-Square Edge-Glued Lumber in an ever increasing 
variety of items because they have found that market- 
wise it gives them a greater volume of needed wide 
lumber items to sell. 

The edge-gluing of lumber is a proved Weyerhaeuser 
development. If you are not now enjoying the advan- 
tages of glued-up lumber, talk to your Weyerhaeuser 
District Representative about it, or write for details. 








Weyerhaeuser 


Sales Company 
ST. PAUL 1, MINNESOTA 











(To obtain more data on advertised products see page 79) 63 





Manufacturers in the News 





EXECUTIVE OFFICERS of the National Hardwood Lumber Association hear 
president Harry D. Gaines in his annual message at the Chicago convention 
October 5-8 say, “1954 will require a better, harder, sounder selling job 
than ever before.” Seated, left to right, are the three vice-presidents: James 


C, Walsh, Chicago; T 


M. Millett, Louisville, and Franklin T. Griffin, Chicago. 


Hardwood Men Told to Fight for Their Markets 


“We are losing our markets (it 
is off 23% in the last two years) 
to other products,” K. O. Roos, 
president of the Canadian Lumber- 
men’s Assn., told the National 
Hardwood Lumber Assn. conven- 
tion at the Hotel Sherman, Chi- 
cago, Oct. 5-8. He said “gener- 
ally poor salesmanship” is one of 
the reasons. 


“Our job is to keep the cost as 
low as possible and convince the 
consumer it’s worth every cent,” 
said Roos, citing the high costs of 
lumber production and “ever-in- 
creasing” taxes and wages. He 
praised the NHLA’s “splendid 
rules" for grading and inspection, 
highly commended the work of 
TECO in its labs and said Canada 
envied its $1,100,000 program. 

In his opening remarks, Harry 
D. Gaines, NHLA president, hit the 
same note. ‘We face a better, 
harder, sounder selling job in 1954 
than ever before,” he told the dele- 
gates. 

“The industry will be obliged to 
support an all-out cooperative ad- 
vertising and promotion program 
indefinitely if it is to survive crit- 
ical product competition,” presi- 
dent D. S. DeWitt declared to the 
Maple Flooring Manufacturers 
Assn. in a separate meeting of that 
body at the hardweod convention. 
He said dealers must be kept in- 
terested in stocking and _ selling 
hardwood flooring. He advocated 
especially aiding the hundreds of 
dealers whose sales are small. 

Registration at the convention 
reached 2,000 and business sessions 
were well attended. A jammed 
ballroom heard president Gaines 
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commend the McClure Training 
School, praise the NHLA officers 
and board with whom he works, 
cite the new inspection rules, and 
urge attendance at the “World of 
Hardwoods” exhibit in his annual 
message. He said the Chicago ex- 
hibit is “something all should see.” 


Decline in Membership 


The membership of the NHLA 
now stands at 1,688—a decline of 
185 even though 149 new members 
were obtained during the year, 
said Joseph L. Muller, secretary- 
manager, in his annual report. Of 
the 185, 99 discontinued business. 

The 56th annual convention re- 
elected Gaines, who is from St. 
Louis, president, and also re-elect- 
ed James C. Walsh, Chicago; 
T. M. Millett, Louisville, and Frank- 
lin T. Griffin, Chicago, vice-presi- 
dents; and_ re-elected Muller. 
Gaines praised the secretary-man- 
ager for his “unselfish, devoted 
work for the NHLA.” Newly elect- 
ed to the board were Charles C. 
Cathey, Memphis; A. P. Copeland, 
Chicago, and George Houghton, 
Goodman, Wis. 

The management end of the 
hardwood business is entering the 
“slide-rule era,’”’ said H. A. Han- 
lon of Cotton-Hanlon, Inc., Odes- 
sa, N.Y. He pointed out that the 
industry needs more repair me- 
chanics for its equipment and said 
the present veterans of the Uni- 
versity of Hard Knocks must share 
their experience with the slide- 
rule boys. He said new methods 
and forest practices have brought 
the industry back stronger than 
ever in the South. 

Hanlon also praised the World 


of Hardwoods exhibit and declared 
it will pay continuing dividends to 
the industry. 

The report and recommenda- 
tions of the Inspection Rules com- 
mittee was presented. Lillard C. 
Nicely, director of the McClure 
school, said 81 students graduated 
during the year and 492 since it 
was started five years ago. Sev- 
eral lumbermen’s clubs and region- 
al associations are now endowing 
scholarships. 


Air Control Products Is 


Largest Jalousie Maker 


Air Control Products, Inc., Mi- 
ami, has now become the world’s 
largest manufacturers of glass 
jalousie windows and doors. By 
improved, mass production meth- 
ods it has recently reduced the 
wholesale cost of its line. 


Air Control Jalousies of Amer- 
ica, Inc., is now offering dealers its 
new wholesale price sheet for prof- 
its in extruded jalousie windows 
and doors, complete with or with- 
out glass or with finished glass 
louvers. In its jalousies, Air Con- 
trol is using heavy aluminum ex- 
truded jalousie window sections, 
ranging from .064 to .125 in gauge, 
weatherstripped with spring alu- 
minum at top and bottom. Louvers 
are 4” wide, 7/32” thick crystal 
sheet. 

Its doors are 1%,” Douglas fir in 
all standard sizes. Air Control will 
arrange delivery by its own com- 
pany van if needed. The company’s 
products are FHA and VA ap- 
proved. It offers sales samples at 
$8.50 each, said C. F. Hayes, na- 
tional director of sales. 


Plywood Promotion Now 
Breaking in Magazines 


The big fir plywood Christmas 
promotion to make retail lumber 
yards the headquarters for do-it- 
yourself Santas began breaking in 
national magazines the last of Oc- 
tober. The two-color ad in Novem- 
ber BH&G shows actual plans to 
the 4,000,000 readers on how to 
build toys and displays, using ply- 
wood. Smaller ads in November 
issues of nine other magazines will 
go into about 11,000,000 homes. 

Jobber salesmen are now receiv- 
ing complete packs of Christmas 
sales promotion materials. For its 
final sales push of the year, the 
Douglas Fir Plywood Association 
starts its joint promotion with 
Grape Nuts Flakes that puts pat- 
terns for plywood projects in 
6,500,000 cereal packages. Start- 
ing November 12 for three weeks, 
commercials on the Roy Rogers 
program on 50 TV stations and 146 
radio stations will carry the pro- 
motion into 7,000,000 homes. 
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Virg Peterson Succeeds 
Woodbridge in Bureau 


Appointment of Virgil G. Peter- 
son as secretary-manager of the 
Red Cedar Shingle Bureau was an- 
nounced by Earl 
S. Wasser, Bu- 
reau president. 
He has_ been 
with the organ- 
ization since 
1939, serving 
successively as 
midwest field- 
trade promotion 
manager, assis- 
tant manager 
and treasurer. Peterson’s back- 
ground is closely associated with 
the red cedar shingle industry. His 
father, the late Chas. Peterson, 
was a pioneer northwest shingle 
manufacturer and the new bureau 
leader worked in the shingle mills 
for a number of years. 

Peterson succeeds W. W. Wood- 
bridge, who has headed the bu- 
reau for the past 19 years and is 
retiring because of ill health. 
Woodbridge’s retirement removes 
from the lumber industry scene 
one of its most colorful and wide- 
ly known figures, as he traveled a 
major portion of the time and 
was acquainted with lumber deal- 
ers and wholesalers throughout 
the nation. 

“We are gratified to have a man 
of Virg Peterson’s experience and 
capabilities to fill the spot left va- 
cant by Bill Woodbridge’s retire- 
ment,” Wasser stated. “Our in- 
dustry feels deeply grateful to 
‘Woody’ for his untiring efforts in 
our behalf for so many years, and 


Peterson 








we consider ourselves most for- 
tunate to have Mr. Peterson avail- 
able to fill his shoes.” 


Manufacturers Announce 

ATLAS PLYWOOD announces 
the largest sales in its history and 
a 295% increase in earnings in its 
annual report. Sales were $42,497,- 
447 and net earnings after income 
taxes were $1,367,284, compared to 
$345,505 in 1952. Plywood Inc., a 
subsidiary, separately reported net 
earnings of $321,022. Atlas said 
53% of its business was in pack- 
ing cases and other containers, 
while plywood panel and flush 
door production accounted for 
47% of sales. 


ROBERT M. WHITNEY shift- 
ed to the new 
position of man- 
ager of national 
advertising and 
promotion for 
Yale & Towne 
Mfg. Co., an- 
nounced Philip 
B. Niles, vice- 
president. Whit- 
ney had _ been 
sales manager 
of the Automatic Transportation 
Co. division in Chicago. He took 
up headquarters in New York City 
Oct. 19 to supervise corporate ad- 
vertising and coordinate ail divi- 
sional advertising and sales pro- 
motion. 


DON DAVIS, JR. was elected to 
the new position of vice-president 
in charge of sales by the Aetna 
Plywood and Veneer Co., Don L. 
Davis, Sr., announced following a 
recent meeting of the board. Dav- 





Whitney 


oti 


~- 
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THE HELPING HAND of the Kimble Glass Co., Toledo, a subsidiary of the 
Owens-Illinois Glass Co., was extended to Beecher high school in Flint, Mich. 
Kimble donated 3,000 Insulux glass blocks, which it manufactures, for re- 
construction of the Beecher gymnasium which was demolished in the June 8 
tornado. William J. Churchill of Koerts Glass & Paint Co., Flint, the Kimble 
distributor throuzh whom the donation was made, is shown (left) with T. J. 
Buell, superintendent of Beecher High. 
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is, Jr, has been secretary of the 
firm since it started in 1947. The 
directors named Arthur Schwanke, 
dr., to fill the vacated post of sec- 
retary; he had been a board mem- 
ber two years. 


R. WAIN BOWMAN was ap- 
pointed director of sales of Permite 
Paint and Varnish Division, Alu- 
minum Industries, Inc., Cincinnati, 
by John W. Craig, president. Three 
new positions were created in the 
change. John Magee became man- 
ager of industrial sales in the mid- 
west region and George Graman 
was made plant manager. Lyle B. 
Paris continues as sales manager. 


SPEEDWAYS CONVEYORS, 
Buffalo, manufacturers of mate- 
rials handling equipment, has mov- 
ed into a new location there in or- 
der to provide twice as much space 
as recently vacated. Frank Timms, 
production manager, expects 100% 
increase and shipment of products 
expedited accordingly. In addi- 
tion to its gravity conveyor and 
belt conveyor, new production will 
see the addition of the aluminum 
gravity wheel conveyor and the 
automatic checkout counter. 


ROGER R. BAY, 21-year-old 
graduate of the Idaho University 
School of For- 
estry, was nam- 
ed winner of the 
Minnesota and 
Ontario Paper 
Co. forestry re- 
search project 
award, which 
gives concentra- 
ted studies on 
forestry prob- 
lems. This year 
the fellowship will be used to con- 
tinue the previously initiated study 
of reproduction in cutover areas 
of the spruce-fir-hardwood type on 
state and private lands in northern 
Minnesota. Bay’s home is in La- 
Crosse, Wis., and he has had ex- 
perience with the forest service in 
Montana. 


NATIONAL GYPSUM CO, pro- 
moted Charles D. Harless to New 
York district manager, according 
to John W. Brown, vice-president 
in charge of sales. Additionally, 
Linton J. Koller was appointed dis- 
trict manager of the new Garwood 
sales district. Among plant per- 
sonnel, Frank L. Breen was ele- 
vated from plant manager at Tren- 
ton to technical field service rep- 
resentative in research, replaced 
by Robert L. Kilgore, former man- 
ager at the Dover plant, and Hen- 
ry J. Reed succeeds Kilgore. 


D. W. DRUMMOND has been ap- 
pointed Chicago area sales man- 
ager for the Sherwin-Williams Co. 
by Paul R. Bewie, western regional 
director for the paint manufac- 
turer. Drummond is a 14-year man 
and was recently in Cleveland. 





Bay 
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All about Wholesalers 





INDIANA WHOLESALERS, INC., numbered 240 in attendance at their fifth 


and biggest Annual Dealers Steak 


Dinner Meeting in Evansville recently. 


Gates Ferguson of the Celotex Corporation was featured speaker and Arthur 
Jones, DFPA, conducted a plywood clinic. Displays were set up in two rooms 
adjoining the hotel dining room and open house was also held at the group’s 


own warehouse in the afternoon, which attracted about 175 


Shown here at 


the head table, left to right, are Jim Boden, Athens Flooring Co.; Nick Camp, 
John L. Reising, Scott Wiscomb, Aberdeen Plywood Corp.; Gates Ferguson, 
Eldon P. Reising, Arthur Jones, Elmer Halwes, S. M. VanKirk, NBMDA, and 


Frank Brennan, Johns-Manville 


NBMDA to Hear Dirksen 


In addition to the program re- 
cently announced for the annual 
meeting of the National Building 
Material Distributors Assn. at the 
LaSalle hotel, Chicago, Nov. 12-13, 
a featured speaker will be Senator 
Everett M. Dirksen of IIllinois, 
who will discuss current affairs in 
Washington. He will be introduced 
by J. D. McCarthy, secretary of 
the Illinois Retail Lumber Dealers 
Assn. Senator Dirksen will be 
heard on the meeting's first day. 

Another added event, not in- 
cluded in the preliminary an- 
nouncement, is an “Idea Exchange’”’ 
clinic scheduled for Nov. 13. K. B. 
Hannigan, St. Louis, and E. E 
Hively, Springfield, Ill., will co- 
moderate this distributor discus- 
sion. 


Mauk-Hankins Co. Formed; 
Adds New Districts 


Formation of Mauk - Hankins, 
Inc., Toledo, to sell lumber to retail 
yards in northwestern Ohio and 
southern Michigan, has been an- 
nounced. William M. Hankins, Jr., 
formerly sales manager of the 
Kaylo Division of Owens-Illinois 
Glass Co., is president of the new 
firm and other officers are Stanley 
M. Mauk, vice-president and treas- 
urer; Clinton A. Mauk, secretary, 
and J. W. Russell, assistant sec- 
retary. 

Mauk-Hankins, Inc., will whole- 
sale lumber in less than carload 
lots, which was previously done by 
the C. A. Mauk Lumber Co., of 
which Stanley M. Mauk is presi- 
dent. The latter will continue to 
sell lumber in carload lots in Ohio, 
Michigan and Indiana. Hankins 
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said the new firm will take over 
operation of the Toledo yard which 
was established in 1900 by the C. 
A. Mauk Lumber Co., one year af- 
ter it was founded by the late 


Stanley Mauk Hankins, Jr. 
Clinton A. Mauk. Edward A. By- 
ington will continue as manager 
of the yard. 

Mauk-Hankins, Inc., plans sub- 
stantial expansion of the wholesale 
yard by adding other building ma- 
terials to its present line. 


Plan Plywood Meetings 


The National Plywood Distribu- 
tors Association has_ tentatively 
scheduled additional regional meet- 
ings to supplement those already 
held in various parts of the coun- 
try. They will be San Francisco, 
St. Francis hotel, November 10; 
Chicago, Bismarck hotel, Novem- 
ber 13; New York City, Statler 
hotel, November 17, and Orlando, 
Fla., Orange Court hotel, Novem- 
ber 19. 

Distributors are urged to attend 
and bring non-member distributors. 
W. E. Difford expects to attend all 
regionals and discuss DFPA plans 
to assist distributors and dealers, 
according to Robert C. Whitmeyer, 
NPDA president. 


Wyman Quits Wholesale 


The Wyman Lumber Co., Seat- 
tle, is discontinuing all wholesale 
activities after almost 32 years of 
handling Pacific coast forest prod- 
ucts. The company will continue 
to maintain offices in the Henry 
building but confine business to its 
interests in manufacturing and dis- 
tribution companies. 


OBITUARIES - 


ROLAND KNOUGH HAMMOND, 
53, died recently in California. He 
was the co-founder of Hammond 
Bros. Sash & Door Co., Hollywood, 
and had lived at Balboa Island since 
his retirement two years ago. His 
death in a Newport Beach hospital 
came from a heart attack. 


KENNETH C. McINTOSH, 47, died 
in a fire at his Eureka, Calif., home 
recently. The prominent Oregon and 
California lumberman was the only 
son of the late A. E. McIntosh, presi- 
dent of the West Oregon Lumber Co., 
Portland, who died May 31. Kenneth 
was vice-president of that company 
and executive in two others. 


MICHAEL SHELLMAN BAER, 
SR., 78, died Oct. 3 at his home near 
Baltimore. He had been ill eight 
months. With his brother Richard P., 
Baltimore, Baer was senior partner in 
the wholesale lumber firm of Richard 
P. Baer & Co. He was also vice-pres- 
ident of the Magazine Lumber Co., 
Bogalusa, La., and of the Halsey 
Hardwood Co., Edenton, N.C. Other 
survivors include two sons: Richard 
P. Baer, II, Edenton, and Michael S. 
Baer, Jr., Bogalusa. 


WALTER 8S. KENNON, 57, died 
Oct. 2 in a San Francisco hospital 
following several months’ illness. He 
was sales manager of the Pickering 
Lumber Corp., Standard, Calif., the 
past 15 years. Kennon had made val- 
uable contributions to the industry on 
various committees and was active 
in the promotion committee of the 
Western Pine Association. The funer- 
al was in Sonora, Calif., and inter- 
ment at Baker, Ore. 


C. LOUIS MEYER, 67, founder and 
board chairman of Ceco Steel Prod- 
ucts Corp. died suddenly Oct. 5 in 
Lake Forest, Ill. He spent part of 
his time at Bilyeu Farm, Pinehurst, 
N.C. A native of Omaha, he invent- 
ed a new system of reinforced con- 
crete floor joist construction, involv- 
ing the use of removable steel forms 
on a rental basis. In 1912 he founded 
the Concrete Engineering Co., Omaha, 
to promote his invention. With the 
addition of other metal building 
products, the firm later changed its 
name to Ceco Steel Products Co., 
with general offices in Chicago and 
plants and warehouses coast to coast. 


WILLIAM FRANCIS BURNS, 58, 
director of field operations for the 
Martin-Senour Paint Co., Chicago, 
died Oct. 7 from injuries in an acci- 
dent. He had been with the company 
28 years and was widely known as 
the company’s “goodwill ambassa- 
dor.” He was known to hundreds of 
paint dealers over the country. 
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| KENTILE SETS THE PACE 


-to help youtapa_ sx 


yt ah 


million dollar market (8: 


~~ 


WITH the flooring 
industry's biggest 
color ad campaign 


332 ads in 43 national magazines and 
trade papers—110 Sunday Newspaper 
Supplements pre-sell Kentile, Inc. Floors 
to your customers... from coast to coast: 





KENTILE unc. 


America’s largest manufacturer of Tile Flooring 


KENTILE + SPECIAL (greaseproof) KENTILE » KENCORK » KENRUBBER - KENFLEX 


KENTILE, INC., 58 Second Avenue, Brook! 
17th and Sansom Streets, Philadelphia 3, Pennsy! 
2020 Walnut Street, Kansas City 8, Missouri * 4532 So. Kolin Ave 


yn 15, New York + 350 Fifth Avenue, New York 1, New York * 705 Architects Building, 
vania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N E., Atlanta 5, Georgia 


nue, Chicago 32, Illinois * 4501 Santa Fe Avenue, Los Angeles 58, California 
Buitpinc Propucts MERCHANDISER 


(To obtain more data on advertised products see page 79) 





Lumber Prices at Press-Time REDWOOD 


Bevel Siding 

The following index is intended merely as a check on buying practices. It is 

a compilation and average of mill prices at press time and should not be con- 

sidered as current on the day the magazine is received. The prices should be 

useful in following market trends and as a check on purchases made approxi- 

mately ten days before receipt of the magazine. Bold face listings denote 
market price changes since the last issue—the Editors. 


‘lear / Heart. 
‘lear J 

‘lear J Heart. 
‘lear 

‘lear / Heart. 
‘lear / Heart 
‘lear J Heart 
Clear Heart 
Clear J Heart. 
Clear Heart. 


DOUGLAS FIR WESTERN PINES _N A grade Redwod Siding 


pa. ss fi 2 /s é ° al » sizes. 
Vertien! Grain Flooring Ponderosa Pine ’ 4 in above size 
B&Btr ¢ D 5 Anzac Siding 


RAD a 


DAS 


> , 
444444445 


KMKK KM KKM 


1x4 165.00 155.00 100.00 
Flat Gratan Flooring 
lx4 cooscovceeteee. 18606 85.00 
1x6 145.00 130.00 106.00 


Drop Siding 
1x6 (Pat. #106) 155.00 150.00 95.00 
1x6 (Pat. #116) 155.00 150.00 90.00 
Celling 
x4 -125.00 123.00 60.00 
116-1256 120.00 80.00 


Honrds and Sh’ plap and 2” (Green) 
1x6 1x8 1x10 1x12 
No 1 HO.00 61.00 oad oo tV.00 
me 3 . 52.00 653.00 60.00 
ee eee 16.00 48,00 J 54.00 
Ne. 1 Dimension 
12 ! 20. 
2x 4 62.00 i} p 61.00 
2x 6 61.00 : 60.00 
2x 8 Os.00 2. y 61 oO 61.00 
2x10 61.00 G3.00 ry OO 61.00 61.00 
2x12 61.00 59.00 50.00 61.00 61.00 
Ne. 2 Dimenxton 
2x 4 57.00 7.00 B 50.00 50.00 
2x 6 6.00 S00 7 58.00 57.00 
2x & 58.00 7.00 54.00 6.00 56.00 
2x10 S600 58.00 56.00 56.00 56.00 
2x12 56.00 54.00 54.00 56.00 56.00 
No. & Dimension 1/1. Only 
2x 4 
2x 6 
2x 8 
2x10 
pxiZ ° 
(Add $8-$10 for dry lumber) 


RED CEDAR SHINGLES 


Royals 
No, 1 24” 4/2 13.75-14.00 
No, 2 24° VA 6.50 
No. 3 24” 4 4.00 
fections 
o. 1 5/2% wae ¥ 


8 
No. 2 . He ts) 4.50 
No, 3 5/2 3.75-3.85 
XXXXX 
No. 1 5/2 8.50 
2 
3 


4/2 4.75-4.90 


No. 572 3.75-4.00 


WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 10’ are: 
Beveled Siding, 4% Inch 

Clear oo ace om 
x4 ineh .. Th.OO 70.00 45.00 
xi inch -+. 80.00 75.00 55.00 

2x6 inch .. 05-100 95.00 75-80 

2x8 inch .....120-12% 115.00 85.00 
Clear Bungalow Siding, “4 Inch 

8 Inch --.. 160.00 155.00 130.00 
10 inch. --185.00 175.00 160.00 

12 inch --»-190.00 1856.00 160.00 
Finish DB and Ber. 82 or 48, 
ta 18 or Rough 

Ix 8 chee . 230.00 

ix!0 . . 240.00 

1x13 . . 255.00 
Celling or Flooring, B and Btr, 9-16 

B&éBtr Cc D 

1x3 ‘ ...120.00 100.00 90.00 

1x4 ‘ .120.00 115.00 95.00 

Discount on mouldings 620° -20° odd 
lengths, 

Series 8,000 
Listing under 4.00—list plus 35 per 





ent. 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5/16" x 1-3/4"—23' to 1” 
100 lin, ft. 1 
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Selects 
2S or 48 

c& Btr RL 
Shop. 828 

5/4 

6/4 
Commona, 82 

Ix 8 Ril 

1x12 RL 20.00 
Idaho White Pine 
Selects S2 or 48 

1x4 1x6 


8/4 RW 


C & Btr RL 265.00 265.00 2 
D RL ......225.00 225.00 2 


Commons, $2 or 48 No.1 


155.00 
184.00 
Sugar Pine 
Selects 
41/4RW 
..+- 260.00 


Shop. 282 


Rw 


1 49. ‘00 


275.00 
270.00 
240.00 
No. 2 


125.00 
125.00 


265.00 
No. 2? 
110.06 
110.00 


No. 4 
58.00 
58.00 


1x10 
270.00 
240.00 
No. 3 
110.00 
110.00 


1/4 RW 


280.00 
275.00 
240.00 
No. 3 
80.00 
$0.00 





OAK FLOORING 


Clear Pin 2% x 1% 
White 185.06 55.00 
Red 190.00 8 5.00 

Sel. Pinin 
White THe 145.00 
Red ‘ 150.00 

#1 Com 
Pin. White 
& Red 160.00 130.00 


#2 Com. 
Pin. White 
& Red 110,00 
#l Com, 
& ft 
Shorts, 
1%” 115.00 80.00 
F.O.B. Memphis 


x2 
177.00 
77.00 


167.00 
167.00 


145.00 


97.00 
mills 


%x1% 
162.00 
162.00 


152.00 
152.00 


125.00 


77.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. 


1x4 Heart . 233.00 
Flat Grain Flooring 

Ix4 sae ‘ 165.00 

1x6 180.00 
Drop Siding 

Ix6 (Pat. #106) 175.00 

1x6 (Pat. #116) 175.00 
Boards & Shiplap 


1x6 1x8 
No. 1 104.00 107.00 
No. 2 .. 78.00 81.00 
No. 3 .. 63.00 68,00 


. 1 Dimension 


2 14 16 


170.00 


165.00 
165.00 


1x10 

117.00 
81.00 
67.00 


18 


92.00 93.00 95.00 105.00 
92.00 94.00 92.00 101,00 
95.00 95.00 00 105.06 
102.00 1023.00 102.00 115.00 
2.00 112.00 112,00 122.00 


. 2 Dimension 


85.00 86.00 88.00 98.00 
77.00 78.00 80.00 90.00 

75.00 76.00 75.00 85.00 

2x10 82.00 90.00 84.00 95.00 
2x12 83.00 82.00 83.00 100.00 


No. 3 Dimension R/‘L Only 
ox ¢ 


D 
183.00 


120.00 
130.006 


125.00 
25.00 


12 
143.00 
88.00 
67.00 


20° 
105.00 
101.00 
105.00 
115.00 
122.00 


98.00 
90.00 
85.00 
95.00 
100.00 


: 55.00 


1x10 V.G, Clear All Heart.....240.00 
lv12 V.G. Clear All Heart......250.00 
Note: Deduct $15.00 for A Grade 


Finish 


Ix 4 Clear Heart S48 .. . 165.00 

ix 6 Clear Heart S458 .. 185.00 

Ix 8 Clear Heart S48 . 200.00 

1x10 Clear Heart SiS 215.00 

1x12 Clear Heart S458 ‘ 225.00 

Note: A Grade 1x4, 1x6, 1x8 deduct 
$10 1x10 and 1x12 deduct $15 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. S D 
1x4 hnovseccusceeee 240680 .10506 


Flat Grain Flooring 
1x4 130.00 25. 75.00 
| Pree .. 155.00 50. 100.00 


Drop Siding 


1x6 (Pat. #106) 150.00 E 90.00 
1x6 (Pat. #116) 150.00 5. 90.00 


Ceiling 
ey , 70.00 
1x4 cwetner 110-120 5-115 90.00 


Boards and Shiplap and 
2” (Dry) 
1x6 1x8 
No. 1. .....74.00 76.00 
No. 2 67.00 69.00 
No 3 .....50.00 62.00 


No. 1 Dimension 
12° 14’ 16° 
63.00 63.00 66.00 
63.00 64,00 63.00 
65.00 65.00 63.00 
63.00 65.00 63.00 
63.00 63.00 63.00 


Dimension 
59.00 59.00 62.00 
59.00 61.00 59.00 
61.00 61.00 59.00 
2x 10 59.00 61.00 59.00 
2x12 59.00 59.00 59,00 


No. 3 Dimension R/L Only 
2x q ses 
2x 6 
2x 8 
2x10 
2x12 





ENGELMANN SPRUCE 


Boards and she 

(dry) x6 1x8 1x10 

No, 2&Btr.. 170-00 108.00 108.00 
No. 3&Btr 75.00 75.00 75.0 


No, 1 Dimension 
12° 14’ 16’ 

67.50 67.50 67.50 

50 67.50 67.50 

50 67.50 67.50 

67. 50 67.50 67.50 

67.50 67.50 67.50 


Dimension 

60.00 60.00 60.00 

60.50 60.50 60.00 

59.50 59.50 59.00 

62.50 60.00 

50 59.50 60.00 

(Boards graded No. 1, 
price; no price for straight ‘No! 2. Mills 
do not grade out No. 3 dimension eep- 

arately as in fir.) 
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The survival 
of the fittest 


After Noyo Redwood is edged and trimmed 
and rough graded and then properly pre- 
seasoned and kiln dried, it goes to the 
RESORTER, where the next step in grad- 
ing and sorting takes place. Here the spacers 
between the tiers of lumber are removed 
and each piece is again subjected to rigid 
individual inspection and regrading. Thus, 
another step in the “survival of fittest” 
process of Noyo Quality Control is com- 
pleted and Noyo Redwood is on the way 
to the Planing Mill. 


SAN FRANCISCO 
620 Market St. 


LOS ANGELES 
117 'W. 9th Street 


CHICAGO 


QUALITY CONTROLLED 


REDWOOD 


@ Sawn, edged and 
trimmed to produce the 
best out of the log. 


@ Inspected and graded 
for consistent, depend- 
able, uniform quality. 


@ Scientifically seasoned 
to meet specifications 
called for. 


@ Surfaced and run to 
pattern by unexcelled 
planing facilities. 


@ C.R.A. grademarked, 
assembled and shipped to 
you under careful 
scrutiny to insure satis- 


fied customers. 


NEW YORK 


REGIONAL SALES 
REPRESENTATIVES 


In order to provide prompt, 
efficient ‘‘on the job” service, 
Union Lumber Company 
maintains carefully selected 
and trained sales representa- 


tives across the nation. Con- 


228 N. LaSalle St. 
CEntral 6-1172 


2735 Grand Cent. Term. 


SUtter 1-6170 MUrray Hill 9-5189 


TRinity 2282 sult your local directory or 


write to our nearest office. 


Union LUMBER COMPANY [oes 


TREE FARMERS AND MANUFACTURERS Member: California 
FORT BRAGG + CALIFORNIA Redwood Association 
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THE LUMBER MARKET 


Tree Planting 
Record in South 


The southern lumber industry 
has topped its previous reforesta- 
tion records with the planting of 
65,907,000 seedlings during the 
1952-53 season, according to a re- 
port released by the Southern Pine 
Association. 

The previous high was in the 
1949-1950 season, when 48,714,000 
seedlings were planted. In addition 
to the record number of trees 
planted on company lands during 
the past season, 2,174,000 seed- 
lings were distributed free to farm- 
ers by the lumber industry. 

More than 97% of the seedlings 
were purchased by the industry 
from state-operated nurseries. 


Douglas Fir Mills 
Giving Extra Discounts 


Extra discounts are being grant- 
ed on Douglas fir plywood, taking 
prices to a postwar low, plywood 
producers report. 

The discounts are still scattered, 
but one producer who said he had 
met competition at the new level 
said the “drift is in that direction.” 

Part of the industry now has a 
list price of $76 a thousand square 
feet and grants the customary 5% 
to jobbers, making the net price 
$72.20 a thousand square feet on 
the bellwether quarter-inch thick- 
ness. Others still have list prices 
of $80 but many have been meeting 
the lower level. The latest discount, 
however, is an extra 5% under the 
$72.20 figure, resulting in a net 
price of $68.59. This compares with 
a net price of $85.50 at which the 
index grade sold earlier this year 
until price cuts began in August. 

The previous postwar low was 
reached in late 1948 when the in- 
dustry was selling generally at a 
list price of $76 less the customary 
5% for a net of $72. 

Operators agree that the $68.59 
price would place most plants in 
the red on new orders, but they 
also agree on a glimmer of hope in 
industry statistics. For the week 
ended October 10 the Douglas Fir 
Plywood Association reported or- 
ders jumped to 76 million square 
feet from the preceding week’s 39 
million, the biggest jump and big- 
gest weekly order total since 
spring. 
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RECORD SIZE LAMINATED arches were shipped recently to the University of Montana, Mis- 
soula, for a new field house. Each of the arches was over 110 feet long and contained 
nearly 5,000 board feet of lumber. Eleven railroad cars were required to make the shipment. 


Major Strikes End 
In Tacoma Area 


Settlement of major labor con- 
troversies that have tied up lumber 
production in many Tacoma and 
southwest Washington mills was 
the big development of the week so 
far as the industry was concerned 
in those areas. 


Maintenance crews went to work 
immediately at the St. Paul and 
Tacoma Lumber Company mill in 
Tacoma and at the Simpson Log- 
ging Company operation in Shel- 
ton readying the plants so that 
full time operation could begin as 
soon as possible. The St. Paul & 
Tacoma Company strike had been 
in effect since July 27, and the 
Simpson shutdown started on Au- 
gust 3. The CIO International 
Woodworkers Union controls both 
operations. Both unions agreed to 
resume work at existing scales, 
leaving future wages open to ne- 
gotiation. 


Although there has been little 
sign of change in the market situa- 
tion, which still is slow, clarifica- 
tion of the labor disputes is ex- 
pected to materially increase lum- 
ber production generally, as both 
companies are major operators. 


Harold F. Baker of Sequim, 
with an offer of $19,112, was the 
successful bidder for 7,000,000 
board feet of timber in the Olympic 
National Forest last week. His 
bid, the highest of four submitted, 


was $15,517 above the advertised 
price of $3,595. The timber, mostly 
Douglas fir, is in a salvage unit on 
Bear Creek in the Sol Duc working 
circle. 


Advent of fall has materially re- 
duced the forest fire hazard in 
western Washington. Loss from 
fires throughout the state this 
year was the lightest in several 
seasons. State forestry officials 
reported that 2,843 acres of tim- 
ber were damaged, compared with 
8,531 acres last year. 


High Inventories 
In Seattle Region 


The market here is described as 


“just sitting.” Prices are either 
holding or are weaker. Mills have 
high inventories. Much of what 
demand there is in the fir market 
is for house material such as ceil- 
ing and siding but in D grades 
which is hard to buy. Green hem- 
lock is weak and dry hemlock di- 
mension has softened. Fir is weak 
in all low grades and a further 
price drop is anticipated. British 
Columbia lumber is being shipped 
to the U.S. in large quantities. 


The shingle market is steady to 
weak with No. 2 XXXXX the 
strongest item. No. 1 perfections 
and No. 1 XXXXX are weaker. 
Both the shingle and cedar lumber 
markets are described as “fluctu- 
ating.” Cedar beveled siding in 1, 
by 4, 6 and 8 is a little weaker 
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is all that’s needed to 
install the new 


®) 


SLIDING DOOR 


Available in closet and passageway units. Easy to 
install, easy to handle, easy to sell. Complete includ- 
ing the door, jambs, track, and hardware packed in 
two rugged Hasko-designed packages. Saves storage 
space for the dealer, everything arrives at the building 
site at one time. Ideal for the do-it-yourself market 
since the home handyman can install Hasko Sliding 
Door Units for passageways and closets by following 
the simple step-by-step directions in each package. 
Write for more information on the “hottest” building 
package in the industry today! 























, 


HASKO 
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Quick Shipment 
in DOUGLAS FIR 


High speed equipment and 
experienced personnel in- 
sures top quality. No need to 
load your inventory with 
“cats and dogs” of slow sale 
items: Air-King gives de- 
pendability in fast loadings 
specified to the number of 
pieces needed in each size 
and length of the best green 
Douglas Fir dimension and 
small timbers thru 24-ft. 

Let us demonstrate. 


MANUFACTURING 
CORP. 


Wie let ce MO) a-1e fee! 


Telephones—Portland line CH 5607 
or Tigard 6161 


(To obtain more data on advertised products see page 79) 





depending on the cutting. If there 
is any good quantity of Spring buy- 
ing as happened last year cedar 
will firm rapidly. 

Pine prices are holding except in 
lowest common. grades. Idaho 
white pine is easier, the mills be- 
ing willing to dicker on prices. 
Sugar pine is also a little less dif- 
ficult to buy but this has not yet 
been reflected in prices. Spruce 
follows the easier trend, the mills 
hoping to clean up air dried stocks 
before winter. 

Some inquiry from Australia and 
the United Kingdom is coming to 
this area but they won’t meet cur- 
rent prices. Japan is buying lots 
of fir, white fir, hemlock, and small 
cedar logs. 


Inventory of logs as of October 
lst reveals large supplies and the 
figures are stated to be “high.” 
Puget Sound reported 531% mil- 
lion feet as compared to 534 a 
month ago. A year ago the total 
was 519'% million. Grays Harbor 
has 105’ million or about one 
million more than a month ago. A 
year ago the total was 11914. Col- 
umbia river reported 590 million as 
compared to 55612 a month ago 
and 654!% a year ago. 


Market Apathetic at 
Kansas City 


The lumber market in the south- 
west in recent days was at its low- 
est ebb of the year, insofar as ac- 
tivity was concerned. Mill heads 
said it has been years since they 
can recall such dullness as experi- 
enced this fall. The normal season- 
al demand has failed to materialize 
and observers are groping for an 
answer to the spell of apathy on 
the part of retailers. Some are of 
the opinion that the _ severe 
drought, one of the worst in 36 
years, perhaps is the chief reason 
for the cutback in building and the 
caution reserved for the future. 
Then, too, mortgage money has 
been tight in this area, with insur- 
ance companies and banks reluc- 
tant to lend on FHA or VA paper. 

In the wake of the quiet spell, 
mills report a host of price quo- 
tations circulating in the trade. 
Mills with rising inventories and 
in need of capital are offering lum- 
ber at some reduced prices. In the 
general run of mills, price ranges 
were wider than at any time in 
more than a year. For instance, 6” 
No. 2 boards showed ranges from 
$80 to $85 from good mills with 
the lumber available at less than 


$80 from the second-run class of 
mills. On 8” stock the range was 
$82 to $86 for kiln-dried stock on 
the west side of the Mississippi 
river. On the east side, prices were 
about $2 a thousand less. 

On dimension, 2x4’s were bring- 
ing $75 to $80 for kiln-dried stock 
on the west side, and aside the 
wider stocks showed a narrowing 
range. For instance, 2x8’s were 
$83 to $85. 

Mills report that the cotton pick- 
ing time in the south shifted labor 
from the mills to the farms and 
construction work was at a stand- 
still. The hardwood mills, which 
have been doing exceptionally well 
this year, report that, for the first 
time this year, inventories are be- 
ginning to accumulate as demand 
slows up. 


Douglas Fir Output 
Off 5% in September 


Average weekly lumber produc- 
tion in the Douglas fir region of 
western Oregon and Washington in 
September decreased 5% from Au- 
gust, while new orders increased 
2.7%, according to the West Coast 
Lumbermen’s Association. 

Production averaged 180,656,000 
feet weekly compared with 1£0,- 
480,000 in August. Orders aver- 
aged 169,409,000 compared with 
164,956,000 in August. Both pro- 
duction and orders were approxi- 
mately 18% below September, 
1952, when production averaged 
222,185,000 feet weekly and orders 
207,549,000. Shipments averaged 
178,115,000 this September, down 
4.6% from 186,817,000 in August 
and down approximately 23% from 
232,204,000 a year earlier. 

For the first nine months, pro- 
duction totaled 7,891,602,000 feet, 
up 3.5% from 7,630,106,000 in the 
like 1952 period, and down slightly 
from 7,924,067,000 feet in 1951. 


Lumber Shipments 
6.2% Below Production 


Lumber shipments of 516 mills 
reporting to the National Lumber 
Trade Barometer were 6.2% below 
production for the week ending 
October 10, 1953. In the same 
week new orders of these mills 
were 7.7% below production. Un- 
filled orders of the reporting mills 
amounted to 32% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 19 
days’ production at the current 
rate, and gross stocks were equiva- 
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lent to 58 days’ production. 
For the year to date, shipments 
of reporting identical mills were 
2.1% above production; new or- 
ders were 1.2% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
59.6% above, shipments were 
53.3% above; new orders were 
50.0% above. Compared to the 
corersponding week in 1952, pro- 
duction of reporting mills was 
2.8% below; shipments were 13.3% 
below; and new orders were 16.3% 
below. 


Western Pine Orders 
Drop Sharply 


Orders for western pine lumber 
and associated species decreased 
for the week ended October 11, and 
they were well below the corre- 
sponding week a year ago, the 
Western Pine Association reported 
based on information from 113 
mills. 

Orders totaled 68,057,000 feet, 
compared with 78,590,000 the pre- 
ceding week and 78,284,000 the 
corresponding week a year ago. 
Similar comparisons of shipments 
are 73,650,000, 75,192,00 and 82,- 
268,000 and for production, 79,- 
614,000, 80,813,000 and 80,291,000. 

This week shipments were 7.5% 
below production, orders were 
14.5% below production and 7.6% 
below shipments. Weekly averages 
for October during the three pre- 
ceding years were: orders, 78,542,- 
000; shipments, 83,210,000; and 
production, 80,291,000. 


Southern Pine Orders 
Below Preceding Week 


Orders for southern pine lumber 
decreased for the week ended Oc- 
tober 10 and they were also less 
than the corresponding week a 
year ago, according to figures re- 
leased by the Southern Pine Asso- 
ciation, based on information from 
124 mills. 

Orders totaled 15,878,000 feet, 
compared with 17,598,000 the pre- 
ceding week and 17,422,000 the cor- 
responding week a year ago. Sim- 
ilar comparisons of shipments are 
17,227,000, 18,719,000 and 18,665,- 
000 and for production 19,244,000, 
17,764,000 and 19,231,000. 

Expressed in percentages from 
the preceding week orders were off 
9.7%, shipments down 7.9% and 
production was up 8.3%. 
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Let your Customers 


ake THE TOUCH TEST - 
M 


This is self-selling proof that“Super-Density”means a 
Smooth, easy-to-clean surface. Call your customers’ at- 
tention to these additional B. F. Goodrich Rubber Floor 
Tile features: Natural Resiliency, for quiet comfort 
underfoot; long lasting Rich Colors that go all the way 
through, top to bottom; easy and economical Self- 
Installation by using the special 80 gage thickness 
Rubker Tile and B. I’. Gcodrich Self-Installation Kit. 


For complete information write today to Dept. L11, 
B. F. Goodrich Co., Flooring Division, Watertown 72, Mass. 
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Solid Record Storage Vault Made of Common Redwood 


Common construction redwood has been used by 
the San Ramon Valley Mill and Lumber Co., Dan- 
ville, Calif., for a sturdy record-storage vault. Harry 
Stewart, president, says the vault is 55” deep, 631%” 
wide and 7’ from floor to ceiling. 

The floors and walls are of 2x4’s and the ceiling is 
of 2x6 stock. The door—also of 2x4 stock—is faced 
on the inside with %,” clear redwood. The door is 
43,” thick, 78” high and 281,” wide inside (30” 
wide outside.) ‘The door uses refrigerator hardware 
which smoothly and efficiently operates the heavy 
unit. 

As a foundation for the storage room, Stewart 
built the floor of 2x4’s set on end and resting on *%,” 
supports which extend into the walls. The walls are 
18” below the floor and rest on a concrete base which 
leaves an air space 18” deep under the floor. 

The concrete base itself extends several feet into 
the earth and gives a solid foundation to the vault. 


Make-Your-Own Screens Appeals to Homeowners 


A make-your-own-screens  dis- 
play in a window of the DeVille 
Lumber Co., Canton, Ohio, is es- 
pecially attractive to owners of 
older homes. 

John R. Zengler, office manager, 
says the display has resulted in 
substantial sales to owners of old- 
er homes who have difficulty in 
finding screens that will fit odd- 
sized windows. “We also point out 
to buyers of new homes that they 
can effect real savings by making 
their own screens,” he adds. 

The show-window features ev- 
erything a handyman needs to 
make his screens: molding for 
frames, strip molding, screening, 
saws, hammers, miter box, rule, 
nails paint and brushes. 


Stenciling Service Boosts 


Converts Fuel Truck 


Crouching under a Stebbins-An- 
derson Co. truck this employe is 
removing the lug bolts to convert 
a fuel oil tank truck into a flat bed 
lumber truck. Just before the 
snow flies, the tank will go back 
on the truck frame to help the 


Women Like Swinging Paint Charts 


Women, especially, like the 
swinging rack for paint charts 
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found in Adams-Hammett Lumber 
Company, Inc., Shreveport, La., 
which, according to R. G. Ham- 
mett, have been an important fac- 
tor in the sale of paints. 

The charts, supplied by manufac- 
turers, are on heavy cardboard 
and vary in size up to nearly three 
feet square. The special rack was 
built so that the charts could be 
shown more easily, and especially 
so that women customers could 
turn the charts and examine the 
various color samples leisurely. 

Each sample chart is nailed to 
a wood strip about *,” thick, 1%” 
wide and 42” long. The strip is 
then suspended against the wall 
from right-angle brackets, a nail 
top and bottom serving as hinges. 


Towson, Md. firm speed fuel de- 
liveries. With this method the firm 
gets year ‘round service from 
trucks which otherwise would be 
seasonally idle. 
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PHONE 9-6539 


Service, Quality 


Sending 3,000 9x6 ‘“‘post cards’’ to customers each 
and Low Prices 


month has paid off in “‘tremendous” increases in sales 
of stepladders and combination windows and doors for 
the Lansing (Mich.) Lumber Co. 


Louis E. Legg, Jr., co-owner, says the over-sized 
mailing card features combination windows and doors 
prominently on one side and step ladders on the other. 
“Customers must at least glance at the card,” says 
Legg, “because these prominently featured 





* FREE DELIVERY 


SIDING 





ROOFING FLOORING 


Red Coder | te@ FUR (Dey) 


Neth 19% stLse 
A Grete Clear Fw ie Shane 
SHORT OAK 

won 
Ne 1 ommon ole 
Ne 1 & Better we 


INSULATION |, items 


a : ote have been near sell-outs several times.” 


(Pour Type) 
91.25 per beg 


Notice how the firm’s signature on the ad focuses 
ron pa attention on the body of the advertisement. 


‘ak 


Rextwool Blanket 


21th aluminum vepor 
barrier 


SHINGLES © WeCU e 
Cotor Off Coter te | Th Rent 
Se ow «= =e pr en 


51658 per 108 me 





Bader Tells Who's Who 


The Bader Corp., Gary, Ind., 
really believes in letting old and 
new customers know who's who. 
This large. advertisement fea- 
aa turing names, addresses and pic- 


tures of all the firm’s employes is 
i : an excellent example of how Bader 


Garbage Can Sales 


The free stenciling of owners’ 
names and addresses on garbage 
cans has boosted sales of this hard- 
ware item fer the Best Lumber 7 =e io 
and Fuel Co., Milwaukee. so | = +r 

Louis J. Best, president, says the with the local community. 
deal has been especially lucrative : 
because owners of apartment Re ee e BS The checkerboard design of the 
buildings will buy the cans in quan- ; a Ss ad commands attention. Reader- 
tity because of the extra service. ship was high because most people 

The firm will also stencil the ru- examine it to pick out familiar 
ral mail boxes it sells. The stencils faces. : ae 
are given to the customers so they Such personalized advertising 
can label other property. helps Bader build the “team spir- 

it.’ The ad is posted in all branch 
yards so employes can refer to it 
when dealing with their co-work- 
ers, 


a 
' associates its seven lumber yards 


To Lumber Truck 


Sample Boards Speed Up Sales 


When a customer comes into the 
salesroom of the Pine Bluff (Ark.) 
Building Material Company to buy 
a plank or two for some minor re- 
pair or building job around his 
home or workshop, he finds he can 
be served more promptly than us- 
ual and with absolute accuracy. 

That’s because he makes his se- 
lection of the plank or strip or 
moldings he wants from actual 
samples, hanging on the store 


Signs Direct Customers 


To Proper Address 

The painter was just finishing 
this sign as your American Lum- 
berman field reporter drove by. It 
tells customers how to reach the 
Linwood Lumber & Supply Co., 
Paterson, N. J. 

Located on a heavily traveled 
street, this sign meets the eye of 
motorists and pedestrians alike. 
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wall. 

According to E. S. Shannon, 
manager, this simple display idea 
speeds up small purchases and at 
the same time cuts down returns 
to practically nothing, because the 
customer sees at a glance just 
what he wants before the order is 
filled. 

Along the wall opposite the of- 
fice and sales counter are two 
panels. From these two panels 


hangs a sample of every type of 
lumber the company stocks. Each 
sample is a piece of material from 
eight inches to a foot long, sawed 
right off the lumber in the yard. 
Each sample is tagged to show 
width and thickness. 

Any sample may be removed for 
a closer inspection if the custo- 
mer wishes. 














THOMAS 
NU-WAY 


SAWHORSE 
te ae In A DAY of rockets and jet planes, 
BRACKETS + business methods gather mold quickly. 


Always there are new techniques, new 
: . sets of conditions. It’s true of the lumber 
are engineered to provide more aby, business. Pamudo likes to eliminate the 
strength to a sawhorse as more negative and affirm the positive. Knowing 
weight is placed upon it! Easy to | ; the lumber supply situation of the mo- 
ment and the buyer’s 1953 problems, our 

set up, easy to take down. 3 “i j 








objective is to maintain his viewpoint in 
all transactions. So it stands to reason 


HERE'S HOW baie - 1 EN I \ more and more buyers go with Pamudo. 


The more weight you place on | Fir Plywood and Lumber Products Through 


the sawhorse, the tighter its legs Warehouses and Direct Cars from Tacoma 


wedge into the crossbar. No Sales Agents, Hardel Plywood Co., Olympia, Wash. 
nails or screws needed. 


DISPLAY CARTON 


HELPS YOU SELL! 
Each pair of NU-WAY Brackets is | MUTUAL DOOR CO. 


ed i rt, colorful self- Direct Shipments —— 
edie Gailey caren. ates | General Office, Rust Building, Tacoma 2, Washington 


ORDER FROM YOUR $4.50 | ; , KOM TACOMA: | 
Pow 








OBBER ... or write WAREHOUSE STOCKS Stroight end Mixed Cors - Lomber and 
or name of your near- Lomber Products - Cot Stock - Mouldings 


: 1.60 | fd d * Doors * Mouldings 
est supplier. (% Rockies ) = ae x Fir Plywood - Cut-to-size Industriel Plywood 
Stock Millwork s t i URES pests | 





WAREHOUSES IN S PRINCIPAL CITIES 


THOMAS PRODUCTS COMPANY §& © 57. PAUL 4, MRNSOTA © CHCAGO 34, NuINORS 
@ KANSAS CITY S$, KANSAS © BALTIMORE 31, MARYLAND 
8490 Lyndon Ave. «+ Detroit 21, Mich. | © TUTABETH, NEW JERSEY 
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5 MAJOR CUSTOMER ADVANTAGES 


TIMESAVING 


Both the Clear and Blonding Sealers can be 
coated after 2 to 4 hours. 


EASY TO APPLY 


Can be rolled, brushed, sprayed or wiped onto 
paneled walls, woodwork, furniture, floors. 


LASTING BEAUTY INTS 


qnamers 
All-alkyd, non-yellowing finishes seal and 


protect wood surfaces for years. 


COLORFUL , vy og | nee HOW-TO-DO-IT 
Tints easily with oil colors to harmonize — 7 BOOKLETS 


with any color scheme. : FOR YOUR CUSTOMERS 
NATURAL FINISHES Covers, step-by-step, 16 recom- 


mended finishing methods, plus 
New, lasting, blonde or natural finishes for bleaching and staining of many 
all woods. 


woods. Easy to understand... 
less explaining for you to do, 


They’re here. The new, natural finishes 
you and your customers have long de- 
manded . . . especially formulated for 
plywoods, fine interior paneling and trim, 
furniture and floors. 


Gives finishes so natural that the eye can 
hardly distinguish between them and 
bare wood, or can be tinted with oil 
colors to harmonize with any color. Dur- 
able. Moisture-proof. Sell it for exteriors 
or interiors .. . and make a 35% profit. 


Spee-D-Dry is of top-quality, fully-tested 
and backed to the hilt by Acme. Soon to 
be heavily backed by aggressive national 
advertising, too. Stock, sell and profit 
from Spee-D-Dry—it’s a natural! Write 
for details, or see your Acme jobber. 





ONLY 4 ITEMS TO STOCK 


(1) Clear Sealer and Primer—clear as water 





‘Pree SAMPLE PANEL WITH INITIAL STOCK ORDER 


(2) Vigh Glen Feith tong eked or ott A convincing counter display 20” high, with two 


12” wide wings, and showing 23 sample Spee-D- 
(4) Dull Finish— gives hand-rubbed, satin effect Dry finishes. 


(2) Blonding Wood Secler—needs no wiping 


Either sealer can be used with either finish for 


ny nee an ineeesiik  edliniliniin eins Uheitins ACME QUALITY PAINTS, INC. 


Also available—Natural Wood Filler. DETROIT 11, MICHIGAN 


Burtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 79) 77 





Advertisers’ Index 


(AA) Acme Appliance Mfg. Co. .... : Koza Co., Edward J 

(AB) Acme Quality Paints, Inc..... Kyanize Paints, Inc 

(AC ‘Aetna Plywood & Veneer Co 

(AD) Ahonen Lbr. Co : ned 

(AB) Air-King Mfg. Corp Bae y Libbey-Owens-Ford Glass 
(AF) Alumatic Corp. of America § Lightsey Brothers a & 
(AG) Andersen Corporation . 54-55 Lockwood Hardware Mfg 
(AM) Anthony Brothers Wood Co E Louisville Cement Co 

(AJ) Anthony Truck Co , Ludman Corporation 

(AK) Armstrong Cork Co 


Autoc: .. The Whit 
(Al) ee sven ee on ) Malta Mfg. Co., Th 


Marsh Wall Products, Ine 
Sub. of Masonite Corp 
: Mauk Lbr. Co., The C. A 
a wpb ya Be he Mauk Seattle Lbr. Co 
: : Michigan Pole & Tie Co 


Midget Louver Co., The 
Midwest Plywood Cx 
Miller Mfg. Co 


Black Diamond Co., The 
Boehm-Madisen Lbr. Co 
Bonifas Lbr. Co., Wm 
40 “n Co., 17 », Chemical Div 

rden . The, Chem Miracle Adhesives Corp 


tugher Mfg. Co ; ; 2 
at es “rw c Paul ‘ Mobile River Saw Mill Co J 
sunyan Lb o., Par 2 ‘ ee ; 
ae}. baa 7 LU aa Cc i L Buss Machine Works ... ; mee Deane 5 ng eneane si 
Cellulose Wallpaper Paste Mullins Mfg. Corp 


Cadillac-Soo Lbr. Co 


. : - * Mfe. Co., The : ; National Mfe. Co 
© GOOD ADHESION . . . slides easily. coon Gace Sitanoms bh Neils Lbr. Co. J 
eco Stee roducts orp p : 4 q 


@ DISSOLVES QUICKLY in hot or cold Celotex Corp., The 

water... won't spoil. . Bristinnsen eS scab adie’ Ozan Lbr. Co 
Colorizer Associates ‘ 

@ FREE FLOWING... won't cake in box. Conkling Co., The Frank A 
Connor Lbr. & Land Co., The 
Available in 5 ox. and larger quantity size containers Consumers Glue Co. .. } . Sestic Wutnal Tear Ce 


: Copeland Lbr, Co.... eteeres Padgett-Smith Flooring Co.. 
CONSUMERS GLUE CO Corbin Cabinet Lock Div., The Perma Products Co.. The 
515 N HADLEY $1 $T LOUIS 6. MO American Hardware Corp. Pittsburgh Plate Gla Cc 
. 4 ate s1ASS Owes 
Portable Electric Tools, Ine 
Pullman Mfg. Corp 
Puritan Cordage Mills Ine 


Ozark Oak Flooring Co., The 





De'Cor a : 3 
Dexter Lock Co., Sub. of 
National Brass Co 


: Dodge Div. of Chrysler Corp } . , . 
% & 9 . Waciten ects Cc TI - Red Cedar Shingle Bureau 
mile iro rs 0 e 
“ » Set rs ' és w , : - Rockwood Mfe. Co ~* 
o ee orp e t 
' : Roddis Plywood Corp bus 
— Russell & Erwin Div., The 
, American Hardware Corp 
Flavelle Cedar Limited ‘ 
Convex Face Flintkote Co., The 
: Ford Div. of Ford Motor Co Schlage Lovek Cr 
Fox Lbr. Co., Abbott Schneider Bros. Lbr. Co 
Sheffield Bronze Paint Corp 
Silent Hoist & Crane Co 
(CH) Gillies Bros. & Co 4 Skil Corporati ° 
(CJ) Goodman Lbr. Co 7 Slide-Master Glass Door & 
(CK) Goedrich Co., B. F., Window Co 
penay ant &» ow putting the screen- Flooring Div 72 Southern Plaswood Corp 
ing into ot. Can (Cl) Graham & C In Jo} H : Standard Conveyor Co 
sv ied with “7 4 4 ate e o., ( vonn o . é i I e 
a 3/3" = ae (EF) Graham & Co., Inc., John H Sterling Hardware Mfg. Co 


Concave Face (CN) Grand Traverse Sales Co. . : Stewart Tron Works Co., Inc., 
(CO) Greenlee Tool Co : . The jade . 5 Stig 
iri . : Strand Garage Door Div 
(EF) Griffin Co., G W scale Mtant Drefaste to 
(CP) Griffin Manufacturing 


Standa a (GL) Tannewitz Works 
acta rng (CQ) Haver & Sons Hinge Mfg (GN) Thomas Products Co 
For spline into frame after Co., C > 
Seg’, Son ore O73, V0, (CR) Harerove Co 


-125 and .170 width of face pon Haskelite Mfg. Corp : #90) Union Lor. Co. .. 
) Hines Lbr. Co., Edwarc ¢ =~ ‘ ae 
Flanged anne i Bag et pin (GP) U.S. Plywood Corp 
ee (DD) Holt Hardwood Co 
(GQ) Wabash Screen Door C 
(GR) Waddell Mfg. Co 
, (DE) Jaeger Machine Co., The : ae (HA) Wagener Mfg. Co 
Standard stock size is 2° ena (OF) Jeffreys-McElrath Mfe > : ’ (HB) Warp Brothers . 
po Sa diameters by 9/16" width (06) J.M.J. Industries, Ine. . ol 7 (HC) Weather-Proof Co., The q 
Spec rte ™ (OH) Johns-Manville . cord (HD) Webster Lbr. Co., H. E.. 
ia! _ pan hy 4 shove seeks can be (HE) Wells Lbr. Co., J. W 
» Cand epee (HF) Wells Lbr. Co., J. W 
(DJ) Keasbey & Mattison (HH) Weyerhaeuser Sales Co 


HOGGSON & PETTIS MFG. CO. (OX) Kentile, Inc y (HG) Wheeling Corrugating Co. 


(DL) Kimberly-Clark Corp - , (WJ) Wisconsin-Michigan Page 
BOX 1650, NEW HAVER, COWM., U.S. A. (ON) Kinzua Pine Mills Co 3 (HK) Woodall Industries, Inc. 





78 (To obtain more data on advertised products see page 79) November 2, 1953, AMERICAN LUMBERMAN & 





A NEW SERVICE 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 
end of each item in which you are interested. Then 
fill in remainder of coupon and mail. 


Keep Informed on 
“WHAT'S NEW”! 


“WHAT'S NEW” ITEMS 


19 20 
37 «(38 


55 56 


ADVERTISED PRODUCTS 


Name ___ nena 
(Please Print) 


Company ____ 


City 


FOR READERS! 


Designed to save you time 
To make it easy for you to keep. informed 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser's Name. 


For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 


As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 
facturer of the “What's New” item. 


Take advantage of this new service today! 


Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 

Circle the code number on the coupon below which corresponds 
to the number listed at the end of that specific “WHAT'S NEW 
item. 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupon below. 


21 22 23 24 25 


39 40 41 42 43 


57 58 59 60 61 


AN AO AP 
BN 80 BP 
CN CO CP 
DN DO DP 
EN EO EP 
FN FO FP 
GN GO GP 
HN HO HP 
in JO PP 
KN KO KP 


__. Position 


Address 





Mail This Coupon to American Lumberman & Building Products 
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Merchandiser TODAY! 





Door Knocker Package 


Gift packaged door knockers for 
use as a Christmas promotion have 
been announced by the Baldwin 
Manufacturing Corp. 

Four styles are offered. They are 
earefully made of forged solid 
brass, machined and polished to a 
smooth, lustrous finish. 

Each knocker is_ cellophane 
wrapped and placed on a bed of 
cotton snow with holly trim within 
a gold colored box. 


For more data circle No. 1 on coupon, p. 79 


New Redwood Surround 


Per-Fit Products Corp. announce 
a new redwood surround for Best- 
Vent windows. Designed especially 
for dry-wall or gypsum lath con- 
struction, the new surround pro- 
vides wood return, interior and ex- 
terior trim, the sill and stool in one 
complete package. Shipped knocked 
down, it is said the new surrounds 
may be completely calked and as- 
sembled on the job even by the 
most inexperienced man. 


For more data circle No. 2 on coupon, p. 79 
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The Sargent Grip-Snip has these 
selling features: parallel opening 
jaws for a square, vise-like grip; 
compound leverage side cutter for 
easy cutting of wire, nails, etc. and 
an open throat that permits pas- 
sage of wire nails, pins and other 
slim material of any length 
through the jaws from either end. 

Grip-Snip selling kits are avail- 
able with counter displays, back- 
up stock and literature. Sargent 
and Co. 


For more data circle No. 3 on coupon, p. 79 


Nailing Device Speeds Work 


Manufactured by Spotnails, Inc., 
the model AE Spotnailer loads 200 
narrow-crown galvanized wire sta- 
ples in three cohered sticks. The 
operator places the machine on the 
material to be nailed, strikes the 
plunger with a rubber mailet, dr‘v- 
ing and countersinking a 7%” staple 
with one blow. The machine auto- 
matically feeds additional staples 
into driving chamber for nailing 
as quickly as the operator strikes 
it. It can be adjusted for any 
amount of countersink up to 3/32”, 
leaving no hammermarks on the 
work. 


For more data circle No. 4 on coupon, p. 79 





ABSORBS (aa. inti 
MOISTURE fT es 


ACCELERATES 
CONCRETE 


CLEAN ~ ODORLESS - coLomest 
EASY TO aPpriy Saree TO UM 
SOLVAY PROCESS DIVISION 
2-60 EDO 6 On ERED 
. —_ 2 


seme en mm 


New Calcium Chloride 
Package 


A new 25 Ib. retail - consumer 
package of flake calcium chloride 
is being introduced to the trade by 
Solvay Process Division, Allied 
Chemical & Dye Corporation. 

The front of this new package 
carries, in addition to the product 
and brand name, large contrast- 
ing squares of gold and blue in 
which are shown the principal uses 
of the product. On the back of the 
package full directions for the 
various uses of the product are 
given in detail. 

The package itself is polyethy- 
lene lined and equipped with a tube 
for pouring and for reclosing so 
the unused portion can be protect- 
ed for storage. 


For more data circle No. 5 on coupon, p. 79 





New Hollow-Core Flush Door 


Tee-Cor is the name and con- 
struction of a new line of exterior 
and interior hollow core flush doors 
now offered by the Morgan Co. 

This new flush door construction 
utilizes a field of truss blocks ar- 
ranged in all-over “T” pattern 
throughout the entire core between 
veneer facings. The exterior door is 
constructed of a sturdy stile and 
rail assembly with extra wide top 
and bottom rails, and a three foot 


. lock block 3” wide, both sides. Face 


veneers are 3/16”, beautifully 
grained, with 1/16” cross banding. 
For more data circle No. 6 on coupon, p. 79 
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‘do it yourself" 


Duo-Dor 












ALL-ALUMINUM oe 
COMBINATION ze 
STORM-SCREEN 





RETAILS 
FOR 





ANY SIZE 


<< ye ons ore 
Oe "Guaranteed by 
é Good Housekeeping 


sy! <’ ry 
N45 anvearisto WE 


WEATHER-PROOF co. 


1407 E. 40th Street 
lit ca2cllelals Mn a @] allo 





“THE GREMLIN“ 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensation the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales .. . they 
provide additional profit for both the dealer 
and the paint contractor. 

Ventilate all danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 

2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COPIPANY 
# WALL STREET - NORWAiK, CONN 





THE MEW improvepn 


MILLER PAINT MIXER 
TINTS! BLENDS! MIXES! 


NOW, DESIGNED WITH NEY FLOAT- 
A-COIL MOUNTING THAT ELIMINATES 
PRACTICALLY ALL VIBRATION. 


Still features 


:. Available in single 
Takes any size 


can from quarter pints to gallons 


VISIT US in Booth 
57 at Retail Paint 
and Wallpaper Con- 
vention, Hotel Stat- 
ler, New York. No- 
vember 16, 17, 18. 


MILLER MANUFACTURING COMPANY 
Dept. AL-11, 9425-45 Seymour 5%t., 
Schiller Park, Mlinois 

Rush complete details on the new 
Mixer 


Miller Paint 


Name 
Address 


City 








ar sizes 
d in stock 


ade 


e Popul 
carrie 


e Any size m 
to order 


Individually packed with 
screws in individual cloth 
bags attached to each plate. 


pack @ eke} » 


MANUFACTURING CO. 
ROCKWOOD, PENNA. 














anvufacturing compeny 





9425-45 Seymour Street @ Schiller Park, I'l. ©@ Gladstone 5-3343 
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When you stock and promote DERFORALL 


your prospects are as unlimited as its uses 


Different people find different 
a uses for PERFORALL. Lots of 


different uses! That’s one reason 
HANDY-HOOKS this genuine Masonite presd- 
A satwoety related. Bem Se ood is a profitable item that 


w 

help st it of sale. - 

> fm ty Ap tongs beeps sales moving. Woodall 
quality is another. 


Write for details, prices and name 
of your Perforall Distributor 
Perforall is a product of 
Woobdaut [noustaies [NC. 
7563 E. McNichols Rd. @ Detroit 34, Mich. 
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E-Z-On Weatherstrip 


Robert N. Baltz & Co. have in- 
troduced a new all-metal weather- 
strip under the trade name E-Z-On, 

It is made of two 9 gauge zinc 
members with interlocking con- 
struction, forms a draft control 
for use on new or old windows. 
This surface installation is said to 
seal the window or door against 
moisture, rain and dust besides 
keeping homes warmer in winter, 
cooler in summer. 


For more data circle No, 7 on coupcin, p. 79 


Sanding Kit 


A new electric sanding kit in- 
cludes a portable electric sander 
with felt, rubber and lambswool 
pads, 10 assorted abrasive sheets, 
spare drive belt, 10’ electric cord 
and wrenches, all contained in a 
steel carrying case. 

The Model 120 sanding kit is 
made by Porter-Cable Machine Co. 


For more data circle No. 8 on coupon, p. 79 


Wedg-Head Wrench 


The Blackhawk Mfg. Co. an- 
nounces a new Wedg-Head wrench. 
It fits into tight corners, against 
walls and over obstructions. 

The wedge-shaped jaws and nar- 
rowed head permit a perfect grip 
on nuts. Because the head is an- 
gled, it takes solid bites on thin 
square or hex shaped nuts and 

(continued on page 85) 
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“DO IT YOURSELF” 


mur | market 


you ane Trees OF 


DRAPERY 
of o} >] 


VENETIAN 
BLIND 
CORD 


The 
King Cotfon 
3 Line 

® Sash Cord 

© Clothesline 
Ors © Dryer Cord 
© Twine 
© Mason's Line 
© Chalk Line 
© Cotton Rope 


for the guy who wants to re-cord his own venetian 
blinds. Big sales AO ft. coils of 
number 6 cord. Cellophane wrapped. 6 coils to a 
“SELLCORD” counter display. All venetian blind cord col: 


eleli-talilelMmlemilelilsmeoh asta 





CORDAGE 
JOHN H. GRAHAM @ CO., INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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IMMEDIATE 
DELIVERY 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL Geevenee 
stairway — made f 
years. 


. A real stairway—not a ladder. 

. Seven well-engineered models 
—for every need. 

. Safety-designed in every de- 
tall for your protection. 


. Suitable fer the finest homes— 
old and new. 


> Socrates from above and be- 
ow. 


. Full width treads—SAFE for 
everyone. 


. ALL steps are of equal height 


cho wee BEAUTIFUL LOUVER DOORS 


. Full door width prevides am- 
ple access for large ebjects. : : 
J. Full tength GAPE band, roll prompt delivery... nothing to stock 
assures easy and SAFE 
. Aiinatat“oarte are made, ot 12 DISTINCTIVE STYLES 
1 strong. SA ested steel 

New Catalog! * auleh notes for ot meso MADE OF SELECT SUGAR PINE 
Wustretes ond describes . Deors made so ae te Pine and Fir in twe- 
compete line a “~~ —_ panel mS = types; hardwood doers in 
Models to mont all oe ' veiter- -made yo all heights—ne shert or tong write for details 

needs. Thi ~ 4 steps. . 
should be in pont Png . eee of 'e 


, 
a 6 6 WMMEDIATE DEL DELIVERY! decor 1555 EASTERN AVE.,S.E. 


The Bessler Disappearing Stalrway Ce. Grand Rapids 7, Mich. 
1900 East Market St., Akron 5, Ohie 











You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 

good selling items for 

building supply dealers 

because they are al- 

ways in demand. If you 

are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 
ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 






















































































Settee . Flagpol: 
Other sont Folding 
Stewart Gates 
Money = we 


Br Pi 
Makers - “Snenganee 





THE STEWART IRON WORKS CO., INC. 
2051 Stewart Block, Cincinnati 1, Obie 
Experts in Metal Fabrications Since 1886 


PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW. MISSOURI 
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permits the wrench to clear ob- 
structions without skinning knuc- 
kles. A hollow dome inside the 
head gives full jaw grip at all an- 
gles. 

Wedg-Heads are precision-made 
from heat-treated alloy steel. They 
are available in these sizes: 7/16”- 
4”; 9/16"-52”; and 34”-7” 


For more data circle No. 9 on coupon, p. 79 


All-Weather Panels 


Upson All-Weather Panels are 
strong, thick and sturdy. The lam- 





What’s YOUR Answer? 


The American Lumberman is always first 
with the latest’ news and trends of the re- 
tail lumber and building materials business 
because new issues are published every two 
weeks. Subscriptions to the magazine means 
that dealers and employes alike are receiv- 
ing vital information frequently enough to 
allow plenty of time to plan and act on 
current developments. You can purchase 
subscriptions to the American Lumberman 
for as little as $1.50 when three or more 
are bought at one time. The quiz, “What's 
YOUR Answer?” is an excellent way to 
double-check yourself and your co-workers 
on what's going on in the industry. 

1. What three groups are aid- 
ed substantially by the Rock Is- 
land Lumber Company’s Mr. Fixit 
Service? 

2. Clothesline, sash cord, ma- 
son line and awning cord are fea- 
tured in a full-page ad by what 
Louisville, Ky. cordage mills? 

3. How can you win $10, $5 or 
$3 merely by mailing an old pic- 
ture? 

4. What lumber manufacturers’ 
advertisement describes the funer- 
al mountain terrashot? 

5. The feature story headlined 
“One Call Sells It All’ deals with 
what phase of the Larson Lumber 
Company’s operation? 

6. “Builder Saves $15,000 on 
30 Units” is the headline of what 
insulation firm’s two-page ad? 

7. Where can you write to ob- 
tain information and advice con- 
cerning your financial accounting 
problems? 

8. A hammer, a screw driver, 
a level and a pair of hands is all 
that’s needed to install what slid- 
ing door? 

9. Who said that closets en- 
closed by stud walls will soon be 
obsolete? 

10. What firm’s trolley hangers 
and rails (for barn, garage, etc., 
doors) are featured in the adver- 
tisement on the inside back cover? 


Answers on Page 94 
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FREE GUESSING CONTEST! 




















HOW MUCH KIMSUL INSULATION 
IN THIS CAR? 








Unique promotion idea builds store traffic — 





sends insulation sales zooming! 





Here’s an idea that’s paying off for lumber dealers everywhere! 
A contest for your customers —for the whole town—to determine 
how much KIMSUL* insulation you've placed in the car. All you do 
is put your KIMSUL-filled car on display in town and at your store, 
using the free display and entry blank material provided you. Soon 
the whole town will be talking about—and buying —KIMSUL insu- 
lation. You'll build store traflic, too, and create interest in many 
other “do-it-yourself” items. It’s just part of the big profit-building 
Fall Promotion Program available to you now from Kimberly-Clark. 
There are dozens of merchandising ideas, display pieces and selling 
suggestions that you can use to build your “do-it-yourself” business. 
Don’t delay — send now for complete details on the KimsuL Fall 
Promotion Program. It’s free —just mail the coupon below! 


Rush detai's on the 
KIMSUL Auto-Load 
Guessing Contest, as 
well as the KIMSUL 
Fall Promotion Pro- 
gram. Also send in- 
formation on a KIM- 
SUL “Do-It-Yourself” 
Selling Center. Mail 
today to Kimberly- 
Clark, Kimsul Division, 
Neenah, Wisconsin. 





(To obtain more 


A Product of 
Kimberly- 
Clark 


Store Name 
Individual’s Name 


Address 





City- State 


My Kimsul jobber is not known (J 


data on advertised products see page 79) 














NEW PRODUCTS 
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inated weather-resistant fiber pan- 
els are composed of six heavy plies, 
tightly laminated to a full %%” 
thickness, providing stability and 
strength to the structure on which 
they are applied inside or out. 

Every fiber of the new panels is 
waterproofed throughout and they 
are toxic treated to resist mold, 
fungi and termites. The Upson 
Company. 


For more data circle No. 10 on coupon, p. 79 





Simulated Marble Product 


A new simulated marble product 
named Cali-marb costs but a frac- 
tion of what real marble costs. 

Application is a simple adhesive 
process which requires no special 
skill. Complete instructions come 
with the material. 

Cali-marb is sold in sheet form, 
and may be cut and sold in various 
sizes. It is available in white, black, 
green and reddish brown. Caligari 
Products. 


For more data circle No, 11 on coupon, p. 79 





S & W Colored Grouting 


S & W Moulding Co. introduces 
its new colored grouting in the fol- 
lowing hues, in addition to the reg- 
ular white: red, yellow, green, blue 
and black. 

S & W’s new metal grout gun 
makes application of the colored 
grouting in a thin, even line quick 
easy and economical. 


For more data circle No. 12 on coupon, p. 79 





New M-D Calking Gun 


A new calking gun, the CG-4 
Speed Loader, can be used with 
Speed Loads packages either with 


or without nozzle. The new gun is 
light and easy to operate. It uses 
a ratchet type plunger rod and has 
easy trigger action providing a 
smooth even flow. Macklanburg- 
Duncan Co. 


For more data circle No. 13 on coupon, p. 79 





Sliding Door Medicine Cabinet 


The new Jensteel Highland No. 
1420GP sliding door medicine cab- 
inet is the latest addition to the 
Jensen line. It fits within two stud 
sections; its rough opening di- 
mensions being 30” wide by 20” 
high. Made of heavy gauge steel 
finished in high luster baked white 
enamel, it is framed with a polish- 
ed die formed stainless steel trim, 
3014”x2114”. 


For more data circle No. 14 on coupon, p. 79 





Sash Lock 


The new Ives sash lock is per- 
manent-molded of high grade, non- 
rusting aluminum. It is also avail- 
able in solid brass. A ungqiue fea- 
ture of the new lock is said to 

(continued on page 88) 





It Pays to Handle Warp’s Complete Line of Glass Substitutes! 


36” wide 






19053 FLEX-O-GLASS, INC. 


FREE DEALER TIE-INS 
Window Posters, Ad Mats and 
Counter Cards Free to tie you 
in with Warp’s National Ads. | 





wuss 


mi oeEnse :  wyr-0 


gt, * 


36” wide 


an’ 


Aire: ier oeeg GLAS? 


You Can Meet All Competition With Warp’s Fast Selling Packaged Units! 




















Write Warp Bros., Chicago 51. ° ® e ® Genuine 

DISPLAY Jiffy-Pane STORM Jiffy-Kraft STORM FLEX-0-GLASS 

WARP’S FLOOR DISPENSER DOOR  sToRM WINDOW 

Ne. WM-500 Each package con- ATop Quality 

at end of aisle poe Kr 3s z Anmepeye Unit 

Ser dealers P wit . hp meenen pmol 

who pec a ele coniliees = Cryetal ( th 

ok for Warps BY of tire meld rene REL 

ask for Warp’s Kit contains sheet of ‘9g and 35 small ,. Molding and nails. 

Ne. M-400 96: clear Plastic, (36"x 72"), | ails. In “Serve Self dispensing 

18’ fibre molding and nails. Yourself display Geer dlaplay. 
CARRIED BY LEADING HARDWARE AND LUMBER JOBBERS EVERYWHERE 

WARP BROS, SRP UO gE Sry eu eonce Chicago, 51 
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151 Modern 
Smartly Styled 
Colors 


A simple and accurate system 
of color selection your customers 
can understand and use! 


@ You will sell paint customers more re 
and efficiently with Pittsburgh’s new M 
COLOR GUIDE. Dealers who have pee "hie 
manual consider it to be the most effective 
sales tool of its type. 


@ This comprehensive guide to color selection 
contains several complete sets of large chips of 
the 151 colors in which WALLHIDE Rubdber- 
ized Satin Finish and its new trim-mate, SATIN- 
HIDE Enamel, are available. From these it is 
possible to select thousands of color arrange- 
rents for walls, woodwork, floor covering, 
drapery and furnishings. 


@ If you are interested in the added sales and 
profits this color service will bring into your 
store, send the codpon on this page. 








New Pittsburgh 
“TWINS” Provide 
Matched Colors 
For Walls 

and Woodwork! 


© Pittsburgh now offers 151 matched 
colors in rubberized WALLHIDE and new 
SATINHIDE Enamel. These smartly- 
styied hues, ranging from delicate 
pastels to deep, rich tones, are de- 
signed to meet today’s decorating trends, 


Mail This Coupon Today 





Pittsburgh Plate Glass Company, 
Paint Division, Dept. AL-113, Pittsburgh 22, Pa. 


I am interested in more complete details on your new 
MASTER COLOR GUIDE. 





Address___ 


s 
; 
| 
5 


PittsBURGH PAINTS 


City sien County State 
‘PAINTS + GLASS + CHEMICALS © BRUSHES + PLASTICS + FIBER GLASS 


---------—-- 
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make it necessary to completely 
unlock the sash lock before the 
window can be opened. This elim- 
inates any projecting part which 
would gouge or damage the upper 
sash. H. B. Ives Co. 


For more data circle No. 15 on coupon, p. 79 


Tite-Spot Painter 


A product of McBell Enterprises, 
Inc., the Tite-Spot Painter makes 
possible a finish of roller rather 
than brush consistency on hard-to- 



































pen ots é 


Recommend Ozark 








THAT’S 


OP Aa a4 


OAK 


FLOORING 


Raise your profite with faster 
flooring sales! Ozark Oak floor- 
ing has proved its worth and 
sales appeal all down the line. 


rO CONTRACTORS AND CARPENTERS — needs only 


minimum sanding and finishing for a beautiful installation job. TO HOMEOWNERS 
— has the inherent qualities of mountain-grown oak, plus superior Ozark manufac- 


ture. TO INDUSTRY 


— an Ozark grade for every purpose. 


Produced from fine, altitude-grown oak stock and properly seasoned and milled, you'll 
find Ozark has the “sell” that makes new profits. 





“Fine Flooring 
Since 1927” 











© 


Stock and recommend Ozark Brand today! 
complete details and prices. 


THE OZARK OAK FLOORING 


BISMARCK, 


MISSOURI 


ae 
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Write for 


CO. 





get-at surfaces which rollers can- 
not reach. 

Tite-Spot has a replaceable 3” x 
5” woven wool surface padding 
such as is common on rollers. A 
plastic cutting edge allows it to be 
used against another surface with- 
out smearing. With the blade re- 
moved it has an opposite “rollover” 
edge for painting in the corners 
of walls, cabinets, shelving and 
step risers. 


For more data circle No. 16 on coupon, p. 79 





New Pocket Cruiser Stick 


The Lufkin Pocket Cruiser Stick 
No. 551% has all of the scales es- 
sential for cruising, with no extra 
marks to confuse the user. It is a 
very handy cruiser stick, light in 
weight and convenient to carry. 
The overall length is 25 inches, and 
when folded it is only 742” long. 
The stick can be used to measure: 

1) both the merchantable and 
total heights with the Mer- 
ritt Hypsometer Scale; 

2) the diameter at _ breast 
height with the Biltmore 
Scale; 

3) the diameter at points out 
of reach with the Barton 
Dedrometer Scales; 

4) the diameter of logs for 
scaling with the Merritt 
Hypsometer Scale. 

The No. 55% has the necessary 
scales to obtain the figures needed 
for reading tree volumes from 
tables. 


For more data circle No. 17 on coupon, p. 79 


PRINT postcards. labels tags LIKE MAGIC! 


# 


4 = 
, AMAZING, NEW 


Post Master 


Post-Master Printer 
The Post-Master printer operates 
on the spirit process principle - 
uses no stencils or inks. Messages 
are written, typed or drawn on 
(continued on page 90) 
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Sensational 
"Free Goods Offer 


You More Than Double Your Money! 





CONTINENTAL 
STYLIST... 


(patent pending) 


the original All-Weather Decorator Door 


Here is something new and delightfully 
decorative in a combination weather door! 
The Continental Stylist is 
a true decorator door that 
lends itself to an infinite 
variety of attractive color 
treatments, yet has dura- 


bits aad cies et Your Special Bonus Package Contains: 


in a weather door. Styled a 1 pS 1 display 100T (6 Tubes 4 oz. Tub-Caulk) 


to blend with any type 


ERC SOR 
Ey Or en is Bes x ae: ok A 20 
is a ke OS SOS PS, FS nat st 


Se antilier 
Piet So 





architecture to give that AY ff plus 
‘‘custom’’ look to any Va " ‘ 


home, old or new, the v “a “4 2 extra 4 oz. ($1.00 retail) Tubes FREE 


Stylist consists of a three- 
insert door frame, three 
screen panels, and three 
storm panels. Panels are 
easily interchanged, require 
small storage space. 


8 Tubes 4 oz. Tub-Caulk sells for... $8.00 








YOUR PROFIT 


Added Decorative Possibilities with the Stylist are 


‘ ° ° 
available by applying attractive wood grids to screen and behg Yes, a sensational 55° profit on Tub 
sash inserts. Three grid styles—‘Circle” (left), “Dia- e Caulk. Reported by store after store as 
mond" (center), and “Square” (right). Easily installed. ge their fastest selling item. Customer accep- 


: tance and enthusiasm for Tub-Caulk 
Continental Stylist All-Weather Decorator Doors ; steadily increasing! 

are available through regular woodwork jobber 
channels. Ask for full details today. NEW! Easy-to-use nozzle for 
neater, faster Tub-Caulk 


product 2 application! 


NEW! Dramatic, eye-arresting 
manufactured by display! 
The Wabash Screen Door Company 


Minneapolis * CHICAGO « pooner 3 MIRACLE ADHESIVES CORP. 
fas 214 E. 53rd STREET, NEW YORK 22, N. Y. 
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master paper; the master paper is 

inserted in the Post-Master and 

carbon impressions are then trans- 

ferred to cards or other pieces with 

simple spirit solution. It is said to 

be possible to print up to five col- 

ors at one time on postcards, tags , | 
or labels. Master Addresser Co. © Lames On Auk nat aves TE 
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@ tasr tO ST Poe OOP OF 
Home & Garden Wheelbarrow minum finished tubular steel. Tire ae ee 


The new Ohio Home and Garden _is semi-pneumatic puncture-proof poet nope 
Barrow has a full ball bearing type and all nuts and bolts are 
wheel and three cubic foot capacity cadmium plated for real rust re- 
tray constructed of 18 gauge steel, sistance. John H. Graham & Co. 
double seamed. Handles are alu- 
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New Bit Gauge 


The new No. 47 Bit Gauge re- 
leased by Stanley Tools, is fully 
adjustable, will not mar surface of 
work, and has no parts to lose. 
Clamp is quickly attached to the 
shank of any auger bit 3/16 to 
16/16 sizes. Spring is then adjusted 
for correct depth of hole desired. 
An extra turn of clamping nut 
locks all parts in place. When the 
predetermined depth of the hole is 
reached, tip of spring contacts sur- 
face of the wood. If boring con- 


tinues, spring bends but won't mar 
surface. 
Point out these AETNAPLY features! ae data circle No. 20 on coupon, p. 79 
Potut uf your PLYWOOD cates/ 


Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 
AETWAPLY PRODUCTS Each kind of plywood is engineered for a 
ints eee 0 cues specific job: Waterproof plywood for exterior 
Foreign and Domestic use, concrete forms, boats; Utility plywood for 
Plywood and Veneers, built-ins, cabinets, worktables, playrooms; 
in all sizes and grodes Hardwood panels for wall finishing. 
Cupboard and AETNAPLY panels come in all standard sizes 
Flush Doors and many odd sizes. There’s an economical size 
Peg-Board to fit any job. This means less waste of material 
e and a saving in man-hours, for the panels 
2A-hour go up fast. 
shipping service Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. $0 Nios Satie’ stein ein 
Write for Aetna’s new Price Lists TODAY! i mA a i Psy: iat 750 pve t eg 
er staple sizes, 34”, 14” and 9/16”. 
At NA PLywoop & VENEER COMPANY This new staple size has been made 
for: industrial tacking jobs requir- 
1732 N. Elston Avenue e Chicago 22, Ill. ing a shorter leg length. Like the 
ARmitage 6-7100 larger Arrow size staples the new 
\,” is wedge pointed and construc- 
ted of .050 carbon steel wire. Ar- 
row Fastener Co., Inc. 


Call AETNA for PLUS VALUE in PLYWOOD ee ee 


(continued on page 92) 


% 





New Staple Size 


Branch Warehouses: Grand Rapids, Indianapolis, Detroit, Rockford 
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Sizes up to 4 inch 


A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 
ETC. 


WADDELL MFG. CO. 


1117 Taylor Ave., N.W. Grand Rapids 2, Mich. 











Sean Lyla ad | 


“This cheaper roof will save us money”’ 


COMMON SENSE: ONLY A FOOL buys trouble to save 
money, when everyone knows that a 
properly applied roof of CERTIGRADE 

CERTIGRADE os : ° 
Scemeees §=red cedar shingles costs so little more 
ee All —gives satisfaction for so many extra 
years. You owe it to your customers 
to tell them the difference. 


RED CEDAR SHINGLE BUREAU + SEATTLE, WASH, and VANCOUVER, CANADA 





. +» picturesque vista 
or ordinary backyard, 


any outlook is enhanced through MALTA wood windows. 


From the viewpoint of the homeowner, 
MALTA wood window units are by far the 
best. Rigid, precise construction and full 
weatherstripping eliminate irritating drafts. 
Easily removable sash allows safer cleaning 
of all glass surfaces from the inside. 


Supreme 
Quality 
Since 1901 


Member Ponderosa Pine Woodwork Assn., and N.W.M.A. 


From your own 
viewpoint, 
MALT-A-MATIC and 
MALT-A-MASTER 
windows assure 
satisfied customers. 
Demonstrate their 
many advantages, 
and watch sales 
soar, For complete 
details, write Malta 
today. 


go Modern with 


MANUFACTURING 
COMPANY 
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NEW PRODUCTS 


(begins on page 80) 


New Line of Alumiladders 


R. D. Werner 
Co., Inc. have — 


added a line of a 
— 
a 


lower priced ex- ; 
tension ladders } 
to their alumi- 
num ladder SS 
lines. 
Called the 500 Sect 
series, it’s avail- 
able in single ‘ 
ladders from 6’ yy 
to 20’ and in | 
two section ex- re 
tensions f rom i“ 
20’ to 40’. (The we 
900 series, made : 
for industrial x 
use, also has 4 
three section 
extensions from 40’ to 52’.) 
The new Werner 500 series is 
constructed for lighter weight of 
tempered aircraft type aluminum. 
Its design features are four-point 
swaged rung joints, recently devel- 
oped by Werner engineers. This 
new method of construction, plus 
U-channel side rails, give these 
lightweight ladders extreme sta- 
bility. 


For more data circle No. 22 on coupon, p. 79 


~~ 


He 3 


Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


i" ie | f, Pe 
Rea 


eden sin ent 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 
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J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 


LIBBY, MONTANA 


Available in Nevamar 


High Pressure Laminate 


National Plastic Products Co. 
Odenton, Md., announces a high 
pressure laminate called Nevamar. 

Nevamar comes in 48”x96” sheet 
that retails at 45¢ a square foot. 
Sheets are 1/16” thick and sanded 
ready to apply, designed to be used 
with a plywood base or adhered 
te smooth wood or metal surfaces. 
Product needs no waxing or polish- 
ing. 


For more data circle No. 23 on coupon, p. 79 


a" 


Home Power Workshop 


The Plana Centric home work- 
shop is equipped with all these es- 
sential parts: miter gauge, rip 
fence, saw guard and splitter, 8” 
combination blade, spur and cup 
centers, Allen wrench, box end 
wrench, 8” sanding disc, tool rest, 


table, 12” geared Jacobs chuck and 


key and 2 V-type belts. Plana Cen- 
tric Tools. 


For more data circle No. 24 on coupon, p. 79 


No-Shok Safety Surface Outlet 


A new sales feature added to its 
No-Shok Safety Surface Outlet has 


recently been announced by Bell 
Electric Co. 

The improvements feature a 
bakelite built-in mounting plate 
with two screw holes for fastening. 
Two screws packed with the sur- 
face outlet enable anyone to in- 
stall. It is easily attached to any 
length of standard UL approved 
wire to provide safe, extra outlets 
from present wiring systems to 
suit individual requirements. 


For more data circle No. 25 on coupon, p. 79 


Sawhorse Legs 


Wagner folding metal sawhorse 
legs are made in four heights. The 
(continued on page 94) 














ST in flooring 


Customers come back for more 
when you sell “Mt. Vernon” 
flooring. Carefully kiln dried, 
manufactured, and graded, the 
Mt. Vernon brand is your best 
buy insurance. 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 


Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 


AVAILABLE 


Look for and write to: 


3: me | tos 
oe les Cer iae le ta i we 


ar. MOBILE RIVER SAW MILL CO., INC. 





Mt. Vernon, Alabama 


? 
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ARE YOU GETTING YOUR SHARE OF THE 
VERY PROFITABLE COMBINATION WINDOW 


BUSINESS? 














Combination 
STORM SEND FOR 


ssh FREE 


INFORMATION pst on 
FINEST OF Cine ADVERTISEMENT Cen ADVERTISING 


STORM SASH THE 1953 NATIONAL 


YOU CAN 
ARE YOU MISSING A GOOD PROFIT ITEM? 


Everyone having sold this unit calls it one of the finest 
Combination Windows on the market today, and the LOW 
PRICE places it well within the reach of every consumer. 
Especially interesting to you is that this unit readily lends 
itself to an “over the counter sale.” 


HERE IS AN UNUSUALLY PROFITABLE PUSH ITEM, 
AND RIGHT NOW IS THE TIME TO START! 


We have available for you—attractive Decal Window Display, / 
literature, small window samples for demonstration, as well as 
units to fit into your present display of double hung windows. : 


NO STOCKING REQUIRED—IMMEDIATE SHIPMENT 
ON 200 STANDARD STOCK SIZES. 


HARGROVE COMPANY WITH 


MFGRS. OF HARCO COMBINATION DOORS—AWNING TYPE WINDOWS 
Shipping Points Marietta, Ohio & Pittsburgh 
MAIN OFFICE—15th & Muriel Streets, Pgh. 3, Pa. _ 





~POWDER 


(AND A BRUSH! ) 


IT’S GUARANTEED! Scrubable ... odorless... easily 
applied .. . self-priming — self-smoothing . . . dries over- 
night ... adheres to any surface .. . hides with one coat 

...an alkyd resin...longer life...can be 


tinted... for ceilings, walls, and woodwork! 
«+. assures day-in, day-out dependability 


of “Greenlee 22" Solid-Center Auger Bits 


You can always depend on a ‘‘Greenvee 22"’. 
For each of these fine Solid-Center Auger 
Bits is given special care by craftsmen 
through every step of manufacture. 

Each is Induction Heat-Treated so it 
takes and holds uniformly sharp cut- 

ting edges. And each is Plastic- 
Sealed with a heavy protective coat- 

ing to make sure it reaches you 


and the user “‘factory perfect’’. f lay FLAT 
Stocked by leading wholesalers. o 

a YD tl 4 A CLINGCOTE 
‘ a 4 


Made only by Kyanize 
; . because only Kyanize makes the 
TOOLS FOR CRAFTSMEN pa! ‘ eupertant ngpetions 


GREEN 
oa! a , w 
>> $s ; 
OR E. + we CHOOSE FROM A WIDE 
\f RANGE OF LOVELY COLORS 
bg Fy 


DEALERS: See this Kyanize Color 
af : Counselor Chip Rack at 
FREE HAND TOOL ratte ee te oY , 2 Write KYANIZE PAINTS, INC., siden cube desien’e, 
the complete line ind tools: - 
TRewes Bits, Chisels, Gouges, Spiral Screw Drivers and many more. (Boston Varnish Co.) Everett 49, Mass. 
Write Greenlee Tool Co., 2271 Twelfth St., Rockford, Ill. 
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NEW PRODUCTS 
(begins on page 80) 


24” height is standard as used by 
carpenters, etc. This height can be 
increased 2” if a 2x6 cross piece is 
used instead of a 2x4. The 30” 
height for use with tables, stands, 
etc. may be increased 2” in like 
manner. Other sizes are 36” and 
42”. 

These legs are constructed so 
that they fold compactly and can 
be transported easily. When as- 
sembled the alligator grip jaws 
firmly grip the wood cross piece. 
Provision is also made for even 


more positive anchorage to the 





LIFTRUK 
5-7%2-10-15 Ton 
Capacities 


HEAVY-DUTY FORK 


with LIME TIROUK 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing ... higher stacking . . . 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savin 

as bigh as 75% in materials 
bandling costs—through the 
use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS. 


Many yards now feature super-outloading 
services... generally within 15 minutes 
of time truck’s arrival ... through use of 
LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63ra STREET, 
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BROOKLYN 20, N. Y. 








cross piece by means of nails 
through holes provided in the tabs 
adjacent to the jaws. 

Legs are formed from 14 gauge 
steel and thus are heavy enough 
not only to support considerable 
weight but also to stand rough 
handling. Finish is a durable alu- 
minum paint. Wagner Mfg. Co. 


For more data circle No. 27 on coupon, p. 79 


King Size Miraplas 


The S & W Moulding Co., has 
just introduced King Size Miraplas 

a bigger, thicker plastic tile in 
814”x81” size. 

One block of King Size is equiv- 
alent to four regular tiles and is 
32% thicker than small conven- 
tional size tiles. 

The new tile is designed for a 
thin mortar or grout line, which 
accents its size. 


For more data circle No. 28 on coupon, p. 79 





Solution to 
What's YOUR Answer? 


Stop! Read questions on page 85. 


1. Homeowners, contractors and 
the lumber dealer. This informative 
article on page 32 gives you concise, 
factual information on how to oper- 
ate a Mr. Fixit Service. 

2. Puritan Cordage 
Advertisement on page 6. 

8. Enter the American Lumber- 
man’s old time photo contest. For de- 
tails see page 50. 

4. Kinzua Pine Mills Co., Kinzua, 

Ore. Ad on page 13 tells all about 
the terrashot. 
5. The firm’s station wagon dis- 
play unit. See page 42 for this ex- 
clusive feature on selling to the home- 
owner at his home. Related articles 
appear on pages 36 and 40. 

6. Celotex on pages 44 and 45. 

7. Write to “Your Financial Coun- 
selor” care of the American Lumber- 
man. For full particulars on this new 
service for dealers see page 46. 

8. Hasko Sliding Doors, made by 
Haskelite Manufacturing Corp. Ad 
on page 71. 

9. The University of Mlinois Small 
Homes Council in the feature article 
on page 48. 

10. National Manufacturing Com- 
pany on the back, inside cover. 


What’s YOUR Score? 
9 to 10 correct: Excellent! 
Good. 5 or 6: Fair. 


Mills, Inc. 


7 or 8: 
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W. R. Braund Says: 


HAVE US QUOTE YOU on: 


TOP QUALITY 
BIRCH — FIR — GUM 
PLYWOOD 


We handle only the BEST — 


@ Millions of Borden advertising AT L¢ YWEST Possible Prices 
dollars have made Elmer one of - ae 
America’s best-known salesmen. . 


This year he’s selling ELMER’s = FROM 11 LEADING BIRCH MILLS 
GLUE-ALL in The Saturday Evening 3 FIR MILLS — 3 GUM MILLS 
Post, Good Housekeeping, Better 


Homes and Gardens, Parents’ , Better 
pane dante y ee ot hae »~< “Ladereye Dependable Deliveries & Service from 


Put ELMER’s eye-catching Dis- | “ALL 50 Reliable Outlets — Jobbers — Warehouses 
play Cartons in your window and — 


on your counter—and watch them _ aa 
build traffic...and sell glue! | 
Order from your wholesaler in SAME OLD GANG TO SERVE YOU 


2 oz., 4.0z., pint and quart sizes. As soon as possible the W. R. Braund Co. will be 


an Fir - dissolved by W. R. Braund and C. B. Harman, to be 
as" Ly, ‘ Fondens reorganized by W. R. Braund, Operating by himself. 
(=: Cus rh UNTIL FURTHER NOTICE SEND ALL INQUIRIES 
IT’S GOT TO BE GOOD! ; . ' 
Fe ON CARLOADS AND LCL SHIPMENTS TO 
8.3.11 
Vil GRAND TRAVERSE SALES CO. 
0, CNS Chemical Division SUTTONS BAY, MICH * BIRMINGHAM, MICH. 
1. 7-71-92 Tel. Mid 4-3450-1-2-3 
350 Madison Avenue, New York 17, New York aera: 0% weg 


LUMBER TO NQ | > new, better 
MEET YOUR | = extra competitive 


pemaND || x “WEDGE-RITE” 


OVERHEAD GARAGE DOOR SETS 


FEATURE 


OFFSET TRACK! 
Manufacturers of Band Sawn GRADUATED HINGES! 


@ ELECTRO-GALVANIZED FINISH! 
@ NORTH CAROLINA PINE @ ALL STANDARD SINGLE & 2-CAR SIZES! 
@ SOUTHERN HARDWOODS ° 


AMAZING LOW PRICE! 


* * * 














Mixed cars 


mouldings. * CYPRESS 


“WEDGE-RITE” offers you superior quality, premium 
flooring. base. 


features and sensationally low prices. 
board casing, @ END-MATCHED 


fieieh stock There's a “WEDGE-RITE” set for every need: single car 
sh eatbia 9. PINE, OAK, MAPLE and GUM sizes from 8'x6'6" to 9'x7'; 2-car sizes from 14'x7' to 
boards. dimen- FLOORING 16'x7'; and commercial sizes from %x9 to 20'x12' 
sion. etc for doors 1%" or 14" thick 


DOOR SECTIONS! Truck load or carload lots in 
stock sizes. Kiln-dried, Douglas fir, dowel construc- 
gut tion. Lowest prices! 
ROTHERS WRITE FOR FULL INFORMATION 
i" AND PRICES! 
w 


MELEeY, SOUTH Pr ethecena THE 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH DOR-SET CORPORATION 


1641 N OLDEN AVE. EXT. TRENTON 6 NEW JEmsEY 
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Quick-Service Packing 


For Screws and Bolts 

Seventy-five different fast-selling 
sizes of screws and bolts are 
packed for “take-home’”’ use in the 
new clear plastic boxes offered by 
Rockford Screw Products Co. The 
boxes are displayed on ‘“serve- 
yourself’ merchandiser available 
in two sizes. 

For dealers wishing to carry a 
large assortment, the No. 75 mer- 
chandiser takes two feet of space 
and has quick-service trays, hold- 
ing a total of 75 different items. 

No. 30 merchandiser holds an 
introductory stock of 30 different 
items. 

Any store with any kind of fix- 
tures can convert to quick-service 


on screws and bolts by simply in- 
stalling these units. They are 
adaptable for use on wall, counter 
or island displays. 


For more data circle No. 31 on coupon, p. 79 


Tool Merchandiser 


A new all-purpose snip and plier 
unit has been added to the P&C 
Hand Forged Tool Co. self-selling 
merchandiser. A flashing plastic 
beacon behind the tools calls at- 
tention to the new unit. The mer- 
chandiser hold 150 hand tools and 


revolves at finger-touch for quick 
tool selection. Metal stand attaches 
to unit to hold tools at easy-to- 
reach counter height. Complete 
display takes less than 32” of floor 
space. 


For more data circle No. 32 on coupon, p. 79 


Wowhave 
QUNNING WATER 


' nd 
oune 
Ors the yeo! 
Quidoors 


sone tne” Dio, 


Wall Faucet Display 

James Knights Company is cur- 
rently distributing a new JK non- 
freezing outside wall faucet coun- 
ter display which holds one faucet 
and presents a brief sales story. 

The new display which stands 
17” high, requires only a 3”x8” 
counter area, is printed in two col- 
ors on heavy stock to assure an 
attractive, durable display unit. 


For more data circle No. 33 on coupon, p. 79 


New Masonry Bit 


Display Assortment 


A new point-of-purchase display 
that holds a complete assortment 





"DO-IT-YOURSELF", Z/ 


PULLMAN SASH BALANCE 





Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 

it, or write for data, free sales aids: 
MANUFACTURING CORP 

PIj LLM AN 325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, ir. and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


No. AL-113. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in GRAVITY & POWER 


CONVEYORS 








Principal Cities 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods 













Schneider Bros. Lumber Co. . . . . Marquette, Mich. “Copeland Lumber Co. . =.) . . . SS.) CChicago, I. 
Northern Hardwoods and Hemlock. Hardwood Dimensions. Mills — Marquette and Cusino, Michigan 
aon . Sales Office — CHICAGO — i35 S. La Salle St. 
pag ptr eal neat ee — Herd woede. White Pine and Hemlock 









+ 
Holt Hardwood Co. =... Cw SC. SC. S.C onto, Wis. ‘ : 
Maple. Birch. Beech, Oak Flooring. Strip, Assembled Block C. M. Christiansen Co. ° ° ° ° ° Phelps, Wis. 
Herringbone. Parquetry types: all types Heavy Duty Flooring. An outstanding Wisconsin lumb tacturer — Hardwood, 








te Pine. Hemlock and Cedar Products. 











* , . 
tJ. W. Wells Lumber Co. =. . . Menominee, Mich. 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. * Mills at Soles 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, Wm. Bonifas Lumber Co. ( Marenisco, Mich, / Office Neenah, Wis. 
rough Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


Edward Hines Lumber Co. . =. =.) .) . Chicago, Il. 
Sales Olfice--77 W. Washington St. Chicago 2 *Goodman Lumber Company . . . . Goodman, Wis. 


Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns Northern Hardwoods, Hemlock. White Pine, Basswood, Hard- 


wood Dimension. Planing mill. Dry Kilns, Rotary cut veneers. 









" Boehm-Madisen Lumber Co. . . . Milwaukee 3. Wis. ; 
Mill: Lake Linden, Mich. Mfrs. Hardwoods. L.C.L. shipments *Michigan Pole & Tie Co. Newberry, Mich. 


kiln drie j ; i 

es eS Redweets Wom seed at Thteaoviie, ms Northern Hardwood Lumber, Old Faithful Hemlock. NORTH- 
ERN WHITE PINE. NORWAY PINE and Piling. Excellent 
Transit Millworking Facilities. 








Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 





Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing,. etc. *Roddis Plywood Corporation . Marshfield & Park Falls. Wis. 
i Soddis iembee, 6 a us of ary ‘a ay -* 7. 
oddis it. eneer Co.. Ltd... Sault Ste. Marie, Ontario, Can. 
Abbott Fox Lumber Co. ee . ° Iron Mountain, Mich. Compl. stk. §; Hdwds.. Hemlock. W. Pine. Cedar Prod., Maple. 
Manufacturers and Concentrators of Hardwoods, Hemiock und Birch. Fig. Hdwd. Ven'r'd Doors. Plywd. Mod. Dry Kiln facil. 
/ hite Pine. Planing Mills. Dry Kilns. 









rf . 
- Mills: : . 
tConnor Lor. & Land Co. (Mills: tacna, Wis.) Sales Marshfield Wis, unanen Lumber Co. Se Fee _lrenwoed, Mich. 
K. D. & A. D. Hardwoods, Hemlock, W. Pine—Ced seen Seeteee thee eile eetee, cneen ca ae 
Posts. Poles—Laytite Rock Maple & birch pt nae rg Mill—Modern Dry Kilns. Sales agents for the “AAA” bran 


MFMA Hardwood Flooring. 








*Member Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 





“3 
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SALES AIDS 
(begins on page 96) 


of masonry bits is being marketed 
by the Black & Decker Mfg. Co. 
The six-color B&D utility litho- 
graphed display stand holds a 
total of 30 carbide-tipped masonry 
bits—ranging in size from 3/16” 
to 34” in diameter. 

The display is designed so that 
it can be shipped with all bits in 
position. Only the back panel needs 
to be positioned by the dealer 
prior to putting it on his counter 
or in the store window. 


For more data circle No. 34 on coupon, p. 79 


Hardware Sales Aid 


A merchandising campaign to 
stimulate self-service sales of pad- 
locks, cabinet and drawer locks and 
related finishing hardware items 
has been initiated by the Yale Lock 
and Hardware Div. of the Yale & 
Towne Mfg. Co. 


white cards carrying polyethylene- 
wrapped padlocks, padlock and 
hasp combinations, cabinet locks 
and drawer locks have installation 
instructions printed on the reverse 
sides of the bin cards. 


For more data circle No. 35 on coupon, p. 79 


Closer Display 

The Sargent 2000 screen and 
storm door closer has a large 1%.” 
diameter cylinder that produces 
20% more checking power than the 
usual 11,” tube. 

Selling kit No. 11-S includes an 
attractive demonstration display at 
no charge (except for the attached 
sample); back-up stock of six clos- 
ers; and sales literature. Sargent 
and Co. 


For more data circle No. 36 on coupon, p. 79 


Fall Insulation 
Display Materials 


display material which includes 
a full-color dimensional window 
display, counter display, and a con- 
sumer flip chart display for use in 
an open bag of Zonolite. 


For more data circle No. 37 on coupon, p. 79 


Rule Display Unit 


A new display unit No. 1206A 
featuring one dozen popular priced 
Pull-Push Rules is now offered by 
Stanley Tools. Display is packed 
with four each Rules. Nos. 1206W 
(6 ft.), 1208W (8 ft.) and 1210W 


Colorful red, yellow, black and The Zonolite Co. announces (10 ft.) in position. It is made of 








Flush Door 14” DOOR SKINS 


Manufacturers! ATT c N T | 9 N AVAILABLE 


We have them for you! Newest favorites sweeping the nation! 


* SEN sblso; 
DOOR 


%* ASH 3 LAUAN 
SKINS 
%& WHITE ASH % BIRCH OF 


%& JAPANESE ASH % GUM = QUALITY 
%& ORIENTAL ASH | 


MIDWEST PLYWOOD CO. 


QUALITY “%” 
DOOR SKINS 


11% sq. ft. 


Delivered 


eur CARS 


HALF CARS 
CARS 





pARt 
10101 LYNDON — 


TEXAS 
4-8000 





DETROIT 21, MICH. 








THE “BIG 4” for Flooring Profits 


DIAMOND HARD Ist Grade - the finest Northern 
Hard Maple; exceptionally strong and close grained; 
for all quality jobs 


1912-1953 
DIAMOND HARD 2nd & Better—the new Bay 

FP” sium” grade; 50% or better Ist grade; matches Ist 
grade, yet costs less 


pam One 
“ano. 


DIAMOND HARD 2nd Grade—'’excellent 2nd’; can 
often replace Ist grads with tidy savings; for lower 
cost housing, etc. 


» DIAMOND HARD 3rd Grade—"'thrifty 3rd’’ that saves 
your customers up to 50%. long on wearability, 
short on cost 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 
W. WELLS LUMBER CO.§ tor over 


ee MENOMINEE, MICH 


All standard 

Widths and J. 
Thicknesses 
For prices 
contact-— 


40 years 


PORT MOODY 8B C CANADA 
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sturdy cardboard printed in three 
colors. Snaps into counter position 
in a matter of seconds. Display is 
compact (12” high by 10” wide) 
with rules grouped on trays ac- 
cording to size and price with space 
for pricing. The 1206W line of rules 
features white enameled half-inch 
flexible-rigid blades with large 
easy-to-read black numbers. Blades 
graduated in 16ths entire length 
and in 32nds for first six inches on 
upper edge. Durable D-shaped 
steel cases are chrome plated, 
handy for inside measurements. 


For more data circle No, 38 on coupon, p. 79 


Stove Bolt Display 


The new Select-a-Pak stove bolt 
assortment is announced by the 
National Lock Co. 

Included are flat head and round 
head (zine plated) bolts, each in 
eight sizes. Bolts, with nuts, are 
packaged in handy, slide-boxes 
called ‘‘Paks.”’ The Pak has a clear 
acetate cover to provide visual dis- 
play of merchandise and also for 
customer convenienec. From five to 
12 bolts (depending on size) are 
contained in each Pak. 


For more data circle No. 39 on coupon, p. 79 


Shipping and Display Case 

A combination shipping and dis- 
play case has been adopted by the 
Armstrong Cork Co. Counter-top 
cement, both type A for profession- 
al and type B for the home me- 
chanic, is shipped in the new unit. 

The carton is designed for dis- 
play on lumber dealers’ counters as 
a merchandising aid. An instruc- 
tion sheet accompanying the car- 
ton explains the four simple steps 
needed to assemble it. 


For more data circle No. 40 on coupon, p. 79 


Bui_pInG Propucts MERCHANDISER 





Wrapping up a good sale 


\\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 

. ’ 

customers cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he'll be back for more. 


For more information ask your jobber — or write 
to us. 


: WV. Pay aia La. 


FRANKLIN, NEW HAMPSHIRE 


Seles Agents; JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, & TY. 
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NEW 


A booklet illustrating the use of 
Sea Swirl (decorative Douglas fir 
plywood) in actual home installations 
is available upon request from the 
manufacturer, Associated Plywood 
Mills, Inc. 


For more data circle No. 41 on coupon, p. 79 


A four-page bulletin on its new 
builder conveyor for builders and 
contractors has been released by The 
Fairfield Engineering Co. It illus- 
trates the builder in action handling 
bricks, blocks, tile, lumber, packaged 
items, corrugated metal sheets, and 
ether building material. 


For more data circle No. 42 on coupon, p. 79 





Ask US about our 
11/16” knotty pine panel- 
ing with the anti-cupping 
feature. 
® Fir, pine & redwood 
yard stock. 
® Fir, ponderosa pine, 
sugar pine and red- 
wood factory 
lumber 


WHOLESALE CALIFORNIA LUMBER 
Exclusive Sales Agents For Soper-Wheeler CO. 
(A WPA MILL) 

P.O. Box 2667 Sacramento, Calif. 
_TWX SC 112 Gli 3-6258 


Ser 








“What Home Owners’ Should 
Know” is the title of a new free con- 
sumer how-to booklet introduced by 
the Hyde Mfg. Co. This new booklet 
with over a dozen illustrations, shows 
the home owner how-to cut glass, 
putty a window, scrape paint and 
woodwork and how-to use a putty 
knife and scraper. 


For more data circle No. 43 on coupon, p. 79 


A revised list of approved floor fin- 
ishing products is now available. It 
includes the addition of 19 recently 
tested and approved products not 
heretofore published. The new listing 
include both the penetrating sealer 
and the bakelite type floor finishing 
products. Maple Flooring Mfgs. As- 
sociation. 


For more data circle No. 44 on coupon, p. 79 


The Gold Seal Division of Congo- 
leum-Nairn, Inc. announces its new 
20-page consumer booklet, “Which 
Floor Goes Where.” 

The advantages of linoleum, rub- 
ber, asphalt, and vinyl-floor coverings 
are outlined with recommendations as 
to the part of the home for which 
they are best suited. 


For more data circle No. 45 on coupon, p. 79 





Phones: 8-8747 ~ 5-119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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Universal-Rundle Corp. has recent- 
ly released a literature set that 
makes the exact layout for remodel- 
ing of bathrooms extremely simple. 
The set contains a squared-off floor 
plan sheet on which dealers may ac- 
curately sketch the plan of the bath- 
room to be remodeled. The instruc- 
tion sheet lists the four simple steps 
necessary to lay out the bathroom 
remodeling project using the floor 
plan sheet. The set also includes a 
sheet with various types of lavator- 
ies, water closets and bathtubs. 


For more data circle No. 46 on coupon, p. 79 


Surface Combustion Corp., Toledo, 
has issued a new, 16-page booklet 
answering most of the basic and 
frequent questions on heating and 
air conditioning by present or pros- 
pective homeowners. 

The booklet describes various types 
of heating systems in simple phrase- 
ology and is useful to builders in ex- 
plaining systems’ types and merits. 


For more data circle No. 47 on coupon, p. 79 


. 


Lo 


An illustrated “how-to-do-it” book- 
let is being distributed through R-V- 
Lite dealers by the Arvey Corp.. 
Chicago. The manual is_ entitled 
“How-to-do-it-Yourself with R-V- 
Lite and Vimlite All-Purpose Window 
Materials.” 

Each R-V-Lite dealer receives a 
sample book for display and a supply 
of coupon pads. The customer sends 
the coupon (with 10¢ to cover post- 
age and handling) directly to Arvey 
Corp. and receives his book in the 
mail. 


For more data circle No. 48 on coupen, p. 79 


Construction details and plans for 
a type 1 barn and a utility building 
have been released by Rilco Lami- 
nated Products, Inc. One folder con- 
tains details of construction for a 
barn, 34’ wide with a hay storage 
area. The other folder discusses 
construction of a 36’x60’ utility 
building. 


For more data circle No. 49 on coupon, p. 79 


The Per-Fit Products Corporation's 
recently released folder illustrates 
and describes how the new redwood 
surrounds for Best-Vent windows can 
be assembled around the window 
ready for installation in the wall in 
less than three minutes even with 
unskilled labor. 

For more data circle No. 50 on coupon, p. 79 

(continued on page 102) 
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"ROLLEZY"—Moaei 320 Overneaa Door |{illustratea above) is now 
made in 32 standard sizes from 8' x 6' 6" to 16’ x 7'. Here's a top 
quality easy operating, low priced door that will win trade and hold 
it for you. 

“GLIDEOVER"—Made in a wide range of overhead models and sizes 
from 8' x 7' to 24' x 24', which enables 
you to meet all residential and com- 
mercial requirements. 


“AUTOMATIC DOORMAN" — The 
magic push button electric operator for 
opening and closing ANY make or type 
of sectional overhead garage door and 
most makes and types of one-piece 
doors. 












@ Sawhorse Trestles 

© Scaffold Brackets 

@ Roof Brackets 

@ Folding Ladder 
Brackets 

® Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


CEDAR FALLS IOWA U.S.A 






















Ask for Garage Door Bulletin 53 AL 











GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


mers of WHITE PINE Stosus 


Genuine 
Also some Norway and Spruce 


AIR-SEASONED = WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 























1842 Member N-A.W.L. Assoc. 1983 
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needs. a 
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PROTECTED PROFITS! 


Protection of your order of Ozan Soft Pine doesn’t end 
at our loading dock. After continuous inspection and 
grading during the manufacturing process, we see that 
the quality end-products reach you in good condition. 
That’s why Ozan Pine is stored and loaded under 
cover — and steel-strapped in place for safe, spotless 
arrival. 

If your builders are looking for a lightweight, soft-tex- 
tured lumber that’s easily worked—and you want pro- 
tection of your investment—try our service today. 




































Small Yards .. . 


BIG YARDS . 


= 


BAG TRUCKS 
are for YOU 


FREE 
(and easy) 
plan for 

t 

f porns TUT —- Ad Pa to nose 
late wheels ‘or running 

— poe ol or out beneath the 

pallets. A light pull on han- 

dies will tilt up to 1,000 Ibs., 

loads into perfe.t- balance 

rolling position. 















FREE Data Coupon—Mail Today 








Anthony Truck Co., Dept. AL, Paducah, Ky. 


Send price and literature that shows how we can unload and load 
out cars and trucks in half the time with half the effort. 


Name 





Firm 


Address City State 

















Burtpinc Propucts MERCHANDISER 
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NEW LITERATURE 


(begins on page 100) 


The new dealer catalog, No. 53D, 
by Walter Selck and Co. is clearly il- 
lustrated, and the copy is concise and 
easily understood. Included are paid 
order cards bound into the catalog 
for ordering floor covering tools, 
equipment and accessories. 


For more data circle No. 51 on coupon, p. 79 


The Gravity Wheel Conveyor cata- 
log describes labor saving, easy to 
use, easy to move gravity wheel 
conveyors for factories, warehouses, 
shipping and receiving departments. 
Samuel Olson Mfg. Co., Inc. 


For more data circle No. 52 on coupon, p. 79 


“Uniwall” is the name of a new 
line of load-bearing facing tile re- 
cently developed by Natco Corp. Its 
shape and construction details and 
unit specifications are provided in the 
new Technical Bulletin UW-100. 


For more data circle No, 53 on coupon, p. 79 


The Calumet Steel Castings Corp. 
has released a four-page flier on its 
new Casteel retractable wheel chock. 
The flier points out that the chocks 
are strong enough to hold heaviest 
vehicles and loads. They are safe to 
operate and easy to handle. They 
provide safe anchorage for trucks 
while at the loading docks, in the 
parking lots, during engagement and 
disengagement and during mainte- 
nance work. 


For more data circle No. 54 on coupon, p. 79 


Basic information about heating 
and cooling the home is contained in 
a new 24-page booklet published by 
the Coleman Co., manufacturers of 
home heating and air conditioning 
equipment. 

In addition to discussing the prin- 
ciples of blended-air heating and 
blended-air conditioning, the booklet 
points up the many economies which 
may be realized by the home owner 
who installs summer cooling. 


For more data circle No. 55 on coupon, p. 79 


New Platform Truck 
of Magneisum 


Magline, Inc. have announced a 
new, all-magnesium, 4-wheel plat- 
form truck for general materials 
handling use. The new truck is of- 
fered in ten different models, each 
weighing only 1, to 14 as much as 
comparable equipment of similar 
size. All trucks in the series are 
capacity rated to handle loads up 
to 1,000 pounds. 


For more data circle No. 56 on coupon, p. 79 


Power Sweeper 


This newly developed, vacuum 
equipped power sweeper is said to 
sweep over 100,000 sq. ft. per hour. 


| ' 
NT. 
PM E 


Loads weighing up to 700 lbs. can 
be dumped in about 30 seconds by 
means of a ratchet-type lever. Note 
rotary side brush that sweeps flush 
with walls and increases sweeping 
path from 36” to 48”. 


For more data circle No. 57 on coupon, p. 79 


New Work Platform 


The mobile Heco safety work 
platform is used in conjunction 
with a fork lift truck. This latest 
addition to the Heco line provides 
easy work access at any fork lift 
elevation. 

This platform has four-way fork 
entry, is 42” wide by 42” long by 
42” high with a hinged gate at one 
side and has a chest-level safety 
railing all around. The floor is 
faced with a 4” toe plate and the 
entire unit is mounted on 3” rub- 
ber casters for easy-rolling when 
not in use. Hamerslag Equipment 
Co. 


For more data circle No. 58 on coupon, p. 79 











WHITE FIR 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Medern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





INCENSE CEDAR 


CALIFORNIA 
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@ for Asbestos Siding 
© for Lap or Bevel Siding 
@ for Wood Shingle Siding 


They save application time and 

money, a to appecrance and 

durability. Kokomo Korners  sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


B\f BUGHER MANUFACTURING CO. 


hl 4 211 S. Main St 


Kokomo, Ind 





WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 





“tiuard Jj. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 24, ILL. 
TELEPHONE: ROGERS PARK 4-7148 








Jefireys-MeKlrath 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga 


Mill will . 
A Chase City, Va. 


je, Ga. 
lao ty Ge. 


= TANNEWITZ 


Keesville, Va. 








AUTOMATIC 
GAUGE 


b é 
P for Swing Saws 
.) S AV F S $30 to $50 A MONTH 
q IN LUMBER AND LABOR 
y 30 Days Free Trial 


ORDER NOW OR SEND FOR 
p CIRCULAR ? 


GRAND RAPIDS 
MICHIGAN 
DEPT. 4 


TANNEWITZ WORKS 





Buiitp1nc Propucts MERCHANDISER 

















BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A MEoiuM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous contro! of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity 

24", 26" or 30" x 

8". A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 


We're building sales for you! 
Here’s how... 


3 
Lo 


Lockwoods | 


CR Lockset S 


weets 
Cataloque ’ qht 
Construction 
File 


a 



































25,000 BUILDERS 


receive this file of val- 
uable information on 
building materials. 
They will be looking for 
LOCKWOOD dealers. 








America’s Most Complete 
Line of Quality 
Builders’ Hardware 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time —10c per word for each insertion. 

Minimum charge of 50c per line. 
3 Times — 9¢ per word for each insertion. 

Minimum charge of 45¢ per line. 
6 Times — 8c per word for each insertion. 

Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 

Minimum charge of 35¢ per line. 
All ads for classified section must be In Pub. 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. Wo cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency or cash discount 


a \e 

Por advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, M. 


HELP WANTED 


LUMBER JACKS & ILLS TOO: 


Why trust to luck In locating your new post. 
tion? We either have. or will develop the fob 
vou want in any section of the U.S. or Canada. 
Qualified persons with qood records spon- 
sored on a “NO 1OB NO COST” basis. Tefl us 
your wants. Confidential. 











HINES SERVICE 
5355 W. North Ave. Chicago 39, Minois 


WANTED: Man to serve as utility man or 
relief man as manager and/or assistant m°n- 
ager. We operate six retail yards itn north- 
eastern TWilinois. Contact Q. R. Peu'son, Shwurt- 


lef & Company, 8 North Spring Street, Elgin, 
Tilinois. 


ASSISTANT MANAGER WANTED 
Should be capable of readine blueprints, tak- 
ing off Hsts and estimating. Some sales work 
involved. City of 13,009 in a most excellent 
agricultural! and industrial community. Excel- 
lent opvorturity for procressive man. Ad- 
dress Box M-40, American Lumberman, Inc. 


Mil'work man who has had cost book A train- 
ing and who hes done detailing and bi'''ng 
into mill. Good woes, permanent p-sition. 
Write: P.O. Box 15, Aberdeen, South Dakota. 





MTITl.WORK 

DETAILER & BILLER 
Experieced in makina shoo drawings and 
m*terial liste of architectural woodwork for 
schools. hospitals, churches, etc. Give com- 
plete information reaardina experience, age, 
and availability when reviving. Permanent 
position and top pay for capable man. 

Kaat Woodwork Co., Inc. 
Leavenworth, Kensas 


Wented—Exwerierced Manager for well es 
st«blished Tinois retail lumber yard. Must 
know retailing and be able to handle men. 
Salary. Bonvs on volume. Must be under 50 
and sober. Two yard town. Pop. 8500. Per- 
menent position for ive wire Must be avail- 
able January 1 1954, References please. 
Address Box N-20, American Lumberman, Inc. 


TWO POSIT'ONS OPEN 
ASST. SALFS MANAGE® AND SALESMAN 
In a large building supply business which 
has doubled its volume in five years. Good 
wages Hospital plan. Vacatien privileces. 
If the right man, good possibilities for rapid 
advancement in a growing organization. In 
a midwestern mountain area. Ideal climato. 
19 minutes to fishing and hunting areas. 
Write Box N-21. American Lumbermar, Inc., 
stating all qualifications, experience and other 
matters relative to your qualifications. 


WANTED IMMEDIATELY: Left-hand band saw- 
yer—8-foot mill, using push control, 14” feed 
—pull niqger—sawing all hardwood. In reply 
give age, cvalifications. experience and ref- 


erences. Address Box M-26, American Lum- 
berman, Inc, 
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HELP WANTED 


Experienced Estimator: Needed by building 
material yard and jobber, located on Atlantic 
Seaboard. Duties required: To list from blue 
prints building materials for residential build- 
ings. Make quotations. Make shop drawings. 
A very good opportunity for right man. Can 
ae ange shares in company after first year. 
lease quote salary expected and date avail- 
able. Address Box M-47, American Lumber- 
man, Inc. 





ASSISTANT MANAGER — New and Growing 
Lumber Yard and Hardware Store in city of 
75,000. Age 25 to 40. Experienced, ambi- 
tious, able to assume responsibilities. Chance 
for advancement, health bene‘its and life 
insurance. Please state all qualificaticns and 
salary expected in first letter. Address Box 
N-29, American Lumberman, Inc. 





LUMBER AND MILLWORK SALESMEN 
AND OPERATING PERSONNEL 


Expanding Chicago retail merchandising 
operation has created employment op- 
portunities in sales and operating de- 
partments for aggressive young men 
with lumber and millwork or building 
construction experience. Replies in writ- 
ing shall be addressed to Mr. V. Laine, 
and shall give personal details and ex- 
perience records. Edward Hines Lumber 
Co., 2431 So. Wolcott, Chicago 8, Ill. 


SALESMEN 


wishing to add excellent line of Imported 
Flush Doors and now contacting Lumber 
Yards and Millwork Dealers in Pennsyl- 
vania, Maryland and D.C. Give full de- 
tails by writing to Box N-22, American 
Lumberman, Inc. 


Wanted—A salesman now calling on lumber 
dealers in Western New York and Northwest 
Pennsylvania area, familiar with lumber, to 
sell carload lumber on 4 commission basis, 
as a side line or edded line. Replies held 
in strict confidence. Address Box N-3l, 
American Lumberman, Inc. 


FOREMAN — Sash Assembly. Take full charge 
new sash plant for established Northern Ohio 
firm. Windows sold nationally. Experience 
preferred, but not essential. Write full details, 
availability, salary. Confidential. Address Box 
N-30, American Lumberman, Inc. 





SITUATIONS WANTED 





Thoroly experienced railroad and car ma- 
terial salesman wishes to connect with mill 
or wholesaler having good amount of ton- 
nage going to Northern and Eastern States. 
Profit sharing basis. Address Box N-23, Amer- 
ican Lumberman, Inc. 


Retail Manager, experienced in all phases of 
Lumber and Building Supplies. Honest and 
successful. Good on collections. Address Box 
N-24, American Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 





WANTED SALESMEN with following to sell 
Inland Empire Lumber. Idaho White Pine, 
Ponderosa Pine, Engelmann White Spruce, Fir 
and Larch and nadian Western White 
Spruce, Loth KD and AD. Can ship highly 
mixed cars, qood sized capacity. 


FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 





SALES REPRESENTATION 
WANTED 





DISTRIBUTORS WANTED 
New line of Grandview Birch paneled kitchen 
binets offered tandard modular sizes. 





Also Formica sink and counter tops. Write 
for ca’ es and di t hedul 
Grandview Products Co., (Suburban Kansas 
City) 129th Street South on Highway 71, 
Grandview, Mo. 








capacity and 
ou publish transit lists. Write P.O. Box No. 
21, Cleveland 1, Ohio. 





SALES REPRESENTATIVES 
AVAILABLE 





MANUFACTURERS REPRESENTATIVE with 
excellent following wants one substantial line 
for lumber and nn oe dealers on 


Long Island. Address x M-33, American 
a nc. 


Manufacturers’ Agent, calling on all lumber 
dealers in all sections of Indiana and Ken- 
tucky interested in additional items, building 
8 alties or millwork, on commission basis. 
Address Box M-42, American Lumberman, Inc. 





Manufacturers’ Agents, calling on all lumber 
dealers in New York, New Jersey, eastern 
Connecticut, eastern Pennsylvania, Maryland, 
D. C., ané Delaware, can handle an addi- 
tional item, builders’ hardware, building 
specialties, or millwork, on commission b-sis. 
Seven men on the road. Address Box M-45 
American Lumberman, Inc. 





WANTED — RAILS 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS 


Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
$18 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in ket to purch and sell al) 
classes railroad equipment. 

M. K. FRANE 

480 Lexington Ave. 
New York, N. Y. 

105 Lake St., Reno, Nev. 





Park Bidg. 
Pittsburgh, Pa. 





PROMPT SHIPMENT 





BUILDING PAPER 
Glas-Kraft 
a 
Red Rosin 


Nail (larger sresing) 
Twine ( tying lumber 
Wrterlox . 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Mi. 
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BUSINESSES FOR SALE 











FOR SALE: Compiete Pianing Mill and Con- 
centrauon Yara. Priced to seli. Liectric and 
steam power, Yates American equipment, 
Band hesaw, One modern home, other tenant 
t bomes, Store, New Moore Dry Kin, Skiled 
} labor has been with the company tor years. 
Adaress Box M-29, American Lumperman, inc. 



































Lumber & Builder Supply Yard 


im ideai location—County-seat of prosperous 
) agricuitura: area in Nortneasiern Pennsyi- 
} Vania. Annuai saies abou: $.:0u,000. Great 
} POssibility o: Duiuding up saies. 4aeail tor 
Owmer resident; ving quarters on sie. Price 
Treasonavie. Aaaress Box L-52, American 
Lumwe:man, inc. 












YARD FOR SALE 

RETAIL LUMBEH, haraware and coai yard. 
Exceuent iocauon. Coa: unioaaing to aump 
tuck equipment on the Low H.t. Co. tuty 
mues sou.w o: Cincinnal, Onio, beiween Fai- 
Meum and Cynpuniana, Ky. Gooa protitapie 
yara ana can De mcieased. Been in ousiness 
tor 4u years. Wii seu with inveniory or 
without. i. L. Hardy, Berry, Ky. 


















FOR SALE: Inventory, accounts receivable 
apd equipment of jumper ana hardware store 
locaiea 19 DOULNwesi Louisiana in COunty-seat, 
in te cenmiex o: Whe ou, rice ana catue in- 
ausuy. Wit present inventa:y wii tase about 
Souuy. invenwry can be reduced to sult. 
Wiss Jease Bile. INO Cash required u salis.ac- 
tory security isurmished. Uwner w.shes io re- 
ure. Aaaress Box M-4¥, American cumber- 
Maen, inc 



















FOR SALE 
Lumber Yard and mardwae Store. §5.W. New 
Meaico, wondertui cumaie. Ywner Wenls to 
reure. mMigat patty can Duy jise rent. Aad.css 
bex M-4s, Amesican Lumperman, inc. 









Established California Hardwood Wholesaier. 
Consisient prot recora. Going organicauon. 
Eaceueut Slagaing Witla traue. Wisanes to sell 
business, aGevwung ume otner inie:esis. Only 
inveresiewa conluenua discussions Wii quai- 
wea iumbermen. Casn required—psul,uvU/ 
$4uU,0uu depenaing assew wansie:rea. Write 
box M-oU, American Lumperman, inc. 













For Sale: Lumber and buiiding materia! busi- 
ness. Nortinern VUtan agricusiusca: @ua indus- 
tia town. Long esiabusnea profitan.e oper- 
auon py one tamuy. Owner reusmng. Adaress 
box M-vo, American Lumperman, lic. 










Well established Lumber and Haidware busi- 
ness in tne ricne@s: co.lon lamming valiey in 
U.S. Heaithtu: higa ary c.imaie. Owner bas 
other interests. Must seu. Aadress box N-Z9, 
American Lumberman, Inc. 














Small retail lumber yard in choice So. Cali- 
1ornia location. $3000.00 for tuck, saws, 
buudings. inventory optional. Address box 
N-2o, American Lumberman, Inc. 










FOR SALE: Small yard in N.W. section of 
Virginia, doing $16u,0v0 to $122,000 voiume. 
Owner moving to Fio:ida. Aagress Box N-27, 
American Lumperman, Inc. 















CONCENTRATION YARD FOR LEASE 






Best locauon in Southern Alabama for either 
Hardwoods or Pine. 






Completely equipped plant with office, load- 
ing docks, private railway spur, dry sheds 
amd stack foundations. Top condition, ready 
to start diate 












td 








Will lease at low rate to responsible oper- 
ator, one or two years, with option to apply 
rental om purchase price. 






Details on request. 





Reply Box M-35, American Lumberman, Inc. 
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BUSINESSES FOR SALE 





For Sale: Established retail yard has ideal 
facilities for wholesale distribution yard. 
Sheds, two railroad sidings, ana office. Lo- 
cated in South Central Texas. Owner desires 
to move retail store to new location, same 
town. Property has revenue bearing ware- 
house that will more than pay monthly pay- 
ments. For more detailed information write 
Box N-28, American Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly. 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG049 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 

CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Arch‘tectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


Have available for sale to Retail Lumber 
Dealers in carload quantities or possibly truck 
shipments depending upon disiance from our 
mill in Kentucky — perfectly manuiactured 
25/32"'x1¥2"—Kiln Dried Appalachian Oak 
Flooring in all my — your inquiries appre- 
ciated. Arlin unch Lumber Company, 4631 
Reading Road, Cincinnati 29, Ohio — Phone 
REdwood 5700 — TWX C1269 


Wanted: ‘Outlet for our trim prcduction. Aspen, 
white birch and hardwood trim. Want con- 
tact with wholesale buyers or sales repre- 
sentatives. 
Forest Products & Lumber Company 
Eagle River, Wisconsin 





MISCELLANEOUS 
FOR SALE 





Ready Mix Concrete Plant — Washed Sand 
Gravel Plant — 7 room apartment overhead. 
Price $95,000. M. KOLPAK, 
SEDGWICK STREET, CHiCAGO 14, ILL. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


2123 NORTH 





MISCELLANEOUS 
FOR SALE 


ADVERTISING Prcrgg nn age: 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 
RB. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 








USED MACHINERY FOR SALE 





REBUILT FORK LIFT TRUCKS 


Gerlinger Model PH 862-130 
Capacity 16,000 Ibs. 
Litt 17 ft. 6 in. 


Whitin: ors ~ Power 
Four i oy a 
Capacity 10,000 Ibs. 

Lift 9 ft. 7 in. 


Hyster Model RT 150 
Capacity 15,000 lbs. 
Lift 17 ft. 6 in. 

Ross Model HT 12 


Capacity 18,000 lbs. 
Lift 17 ft. 6 in. 
Enclosed cab 


HARVARD EQUIPMENT CO., INC. 
291 Cambridge Street. 
Allston 34 ,Mass. 
STadium 2-0826 





Want to trade two Gerlinger Carriers, 
Model SRH 6978, Serial Nos. 675 and 688, 
new in 1944, in good mechanical shape, 
physical appearance excellent, machines 
now in operation and may be inspected at 
Hill-Behan Lumber Company, 6515 Page 
Blvd., St. Louis, Missouri 
for 

Two good heavy duty trucks, prefer Ross 
equipment. If you have lift trucks to 
trade, please contact W. L. Behan, Jr., 
Hill-Behan Lumber Company, 6515 Page 


Blvd., St. Louis, Missouri. 





ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex 
pert Repair service. Send us your inquiries. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind 


BOOKS FOR SALE 


HANDY LUMBEK CALUCULA(UN. A usetui 
pocket size manual inciuding a lumber cai- 
culator tor standard ses, iog rules, enti- 
mated weights ot jumber and usetul muiscei- 

us ns. Pnce SU cents. 











THE PROPERTIES AND USES OF WOOD. 
By A. Koenie:. This book presents in non- 
technical! manner the more important tacts 
concerming the properties of wood and how 
these properties atiect its utilisation. Sound 
im cloth. Jo4 pages. Price §4.uUU. 
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The trouble with most marriages is too much inter- 
ference—relatively speaking. 
>. . . 
He’s got 20-40 vision. Can’t see a gal under 20 or over 40. 
o > * 
Customer: 
last time?” 
Barber: 


months,” 


“Are you the man who cut my hair 


“I don’t think so. I’ve only been here three 
. . . 


She went to the masquerade as a telephone operator and had 
three close calls. 
. . * 
The trouble with reading a woman like a book is 
you're likely to forget your place. 
>. > . 
Falsie is as falsie does: 
The girl with the jutting exterior 
Is not always her sister’s superior. 


Time is on our side. Here at MAUK we have the 
advantage of over fifty years’ experience in the lumber 
business. 

Our knowledge of products, prices, mills and markets 
permits us to give you finer values and wider selections. 
It’s as simple as that. 

What's best for you ts the best there is—and that’s 
the MAUK Lumber Co., of course. 


Simple Celia and her boy friend were held up in the park the 
They only lost about ten minutes. 


other night but it was all right 


Overheard at a wedding reception: “I wanted to 
marry early so 1 could enjoy my alimony while I’m 
still young.” 
. 7. * 
Florida oranges are mighty fine but you can’t beat those Holly- 
wood sunkist navels. 
> > . 
Understand just a couple of days ago, on Hallowe'en 
a man stood in front of a house of ill repute and yelled 
“Trick or treat!” 
> > . 
+: “I can’t stand to be petted.” 
“Neither can I. Let’s sit down.” 
. . 
Do You Know Who Dep't: 
Do you know who keeps his 
days? A wrestler. 
Do you know who keeps his mind on his work? 
His wife. 
Tio you know who has your best interest 
MAUK Lumber Co., of course 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


ear to the ground these 


at heart? 


106 (To obtain more data on advertised products see page 79) 





Information Offered 
in the Advertisements 


Do you wish detailed information on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue’s advertisements: 


CAULKING COMPOUND: 
Corp. See adv't p. 89. 

CONVEYORS: Bulletin No. AL-113. Standard Conveyor Co 
See adv't p. 96. 

CORNERS, siding: Samples; Bugher Mfg. Co. See adv’'t p. 103. 

DOORS, combination storm and screen: Descriptive informa- 
tion; Wabash Screen Door Co. See adv’t p. 89. 

DOORS, combination storm and _ screen: Information; 
Weather-Proof Co. See adv't p. 81. 

DOORS, garage, sectional overhead: Descriptive informa- 
tion, catalog. Caider Mfg. Co. See adv't p. } 

DOORS, garage, sectional overhead: Booklet, 
Strand Garage Door Div. See adv't p. 8. 

DOORS, garage, sectional overhead: Bulletin 53 AL; Wag- 
ner Mfg. Co. See adv't p. 101. 

DOORS, louver, wood: Information; Decor, 

DOORS, sliding, unit: Descriptive 

, Corp. See adv’t p. 71. 
iron :ke chain link: 
Works Co., » See adv’t p. 34, 

FINISHES, wood: Display unit, 
Paints, Inc. See adv'’t p. 77 

GLASS, window: Booklet; 
See adv’t p. 2¢ 

GLASS SU BSTITU TES: 
adv't p. 86. 

GLUE: Display unit; Borden's Che mical Div. See adv't p. 95. 

GLUE: Booklets, counter cards; U.S. Plywood Corp. See 
adv’t p. 11. 

HARDBOARD, perforated: , areres information; Woodall 
Industries, inc. See adv't p. 83. 

HARDWARE garage door sets: ‘Sateecnbitions Dor-Set Corp. 
See adv’t p. 95. 

HARDWARE—garage, sliding side door: 
Hardware Mfg. Co. See adv’t p. 18. 
HARDWARE—-Locks, latches: Catalog, sales aids; Russell 
& Erwin Div., American Hdwe. Corp. See adv.t p. 35. 
HARDWARE—padlocks: Display unit; Corbin Cabinet Lock 

Div., American Hdwe. Corp. See adv't p. 20. 
HARDWARE—Screen, storm door locks: Folders, display 
unit; Schlage Lock Co. See adv't p. 14. 
HARDWARE—sliding door: Catalog; National Mfg. Co. See 
adv’t p. 107. 
HARDWARE—sliding door, 
Acme Appliance Mfg. Co, 
INSULATION, reflective: 
Clark. See adv't p. 85. 
LIGHT FIXTURES: Mats, 
p. 47. 
MIXERS, truck, concrete: 
adv't p. 22. 


Display unit; Miracle Adhesives 


literature; 


See adv’t 
information; Hasbelite 


Catalogs; Stewart Iron 


booklets; Acme Quality 


‘Libbey-Owens-Ford Glass Co. 


Display units; Warp Bros. See 


Catalog; Sterling 


door frames: 
See adv’t p. 3 
Contest information; 


Technical data; 
Kimberly- 
catalog; Moe Light. See adv't 


Catalog; Jaeger Machine Co. See 


PAINT: Sales aids, color guides; Colorizer Associates. See 
adv't p. 4. 


PAINT: Color guide 
Co, See adv't p. 87. 

PAINT, spray: Descriptive literature, promotion aids; Shef- 
field Bronze Paint Corp. See adv’ t p. 23. 

PAINT MIXER: Catalog; Miller Mfg. Co. See 

PANELS, prefinished wall, ceiling: Sales aids; 
Products, Inc. See adv't p. 37. 

SASH BALANCE: Sales aids; Pullman Mfg. Corp. See 
p 96. 

SAWHORSE BRACKETS: Display carton; 
Co. See adv't p. 76. 

SHEATHING, wood fiber: 
Corp. See adv't p. 60. 

SHINGL ES, asbestos: Brochure; 
p. 57. 

SIDING, asbestus-cement: Catalog; 
Pp. 

SIDING, asbestos-cement: Descriptive 
bey & Mattison. See adv'’t p. 49. 
STAIRWAYS, attic, disappearing: Catalog; 
appearing Stairway Co, See adv't p. 84. 
TIL E, Y pre floor: Display unit; Kentile, Inc. 
Pp. . 
TIL E C 
p. 50 
TOOLS, hand: Catalog; Greenlee Tool Co. See adv’t p. 93. 
TOOLS, power: Bulletin No. 54; Buss Machine Works. See 

adv't p. K 
TOOLS, power: Gift certificates; Skil Corp. See adv'’t pps. 
16-17. 
TRUCKS, fork-lift: 
See adv't p. $4. 
TRUCKS, hand: 
See adv't p. 101 
TRUCKS, motor: 
See adv't p. 41 
TRUCKS, motor: 
See adv’ t p. 25 
WINDOWS, combination storm and screen: Samples, litera- 
ture, decals; Hargrove Co. See adv’t p. 93. 
WINDOWS, wood: Specification data; 
advy’t pps. 54-55 


information; Pittsburgh Plate Glass 


adv't p. 82. 
Marsh Wall 
adv't 
Thomas Products 
Information; Southern Plaswood 
Johns-Manville, See adv't 
Flintkote Co. See adv’'t 
information; Keas- 
Bessler Dis- 
See adv't 
Literature; J.M.J. 


SUTTERS: Industries, See adv't 


Bulletin 77; Silent Hoist & Crane Co. 


Descrivtive literature; Anthony Truck Co. 
“De scriptive information; Ford Motor Co 
Booklet; 


Autocar Div., White Motor Co. 


Andersen Corp See 
Advertisers’ Index appears on Page 78 
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No. 50 Trolley Door Hanger illustrated at left hos a 
heavy drop strap, embossed to provide added strength. 
No. sadule hoe ol tele eos 3 geuian 


No. 50 
Trolley Door Hanger 


MANUFACTURING COMPANY 


STERLING * ILLINOUS 





GET THESE VALUABLE BOOKS 


git 


ype OF WORKMANSHIP SPECIFICATIONS 


RE 
p TO SECU Dry 
RECOMMENDE RECOMMENDED To 


Brick 


Walls 
i 


ee 


D. you and everybody else in your organization These books are not advertisements for our prod- 
know what causes leaky brick walls, and how they uct, Brixment, They are published as a service to 
can be prevented? the building trades. We urge you to mail the 


; coupon, below, for your free copies. 
Do you know about all the extensive research ; | 


done by the U. S. Bureau of Standards and other 
organizations on this subject — the findings of the 


> salg . » >» ¢ ; © q > > > 9 . . . . 
reseavch—the recommendations that have resulted S Louisville Cement Company—Dept. 2 
2nd and Walnut Streets, Louisville 2 
Gentlemen: 
profuse illustrations. Each book has received a Without cost or obligation, please send me a copy of 
. é : . ‘ ~ac » tw s illustrated above. 
citation of merit from the Producers’ Council and cach of the two books illustrated abo 
the A.LA. Each has been approved by many § N-=-—____ 
foremost authorities. Each is a real “must” for Bi 
anybody concerned with permanently-satisfactory Steet 
-— Ss _ 
masonry work, Cy —_—___——. anepeensinn 
ee ne ne | 


an : ’ , Kentucky 
The two books pictured above tell the story, with 











